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Kohnstamm To 
Head Sales For 
Westinghouse 


Williams Resigns Post 
As Vice President 
Of Merchandising 


MANSFIELD, Ohio—Frank R. 
Kohnstamm will become sales man- 
ager of the merchandising division 
(which includes refrigerators and 
other major appliances) of the 
Westinghouse Electric & Mfg. Co. 
on July 1, reporting to Ralph Kelly, 
vice president in charge of sales. 

L. E. Osborne, who will be man- 
ager of manufacturing and engineer- 
ing of the merchandising division 
from July 1, will report to George H. 
‘Buch, president of Westinghouse. 

These announcements were made 
following the resignation of Frank 
B. Williams, Jr., vice president of the 
merchandising division. Mr. Wil- 
liams, whose resignation becomes 
effective July 1, will return to his 
former home in the East to carry out 
personal plans. 

Mr. Kohnstamm last month had 
heen placed in charge of sales of the 
merchandising division under Mr. 
Williams. Prior to that he had been 
manager of the Westinghouse light- 
ing division and agency sales depart- 
ment at Cleveland. He has been 
associated with Westinghouse since 
1917. 


Alter Buys Borg-Warner, 
DuComb Parts Depts. 


CHICAGO—Harry Alter Co. has 
purchased the refrigeration parts 
and supply department of the Borg 
Warner Service Parts Co. of Chicago, 
and the refrigeration parts and 
supply department of the W. C. Du- 
Comb Co. of Detroit. 

Stock of the DuComb company 
will be added to the Harry Alter 
Co.'s Detroit and Chicago stores. 
The DuComb company will continue 
in the mill supply business, special- 
izing in paints and finishes. 

The Borg Warner Service Parts 
Co. will continue in the automotive 
supply jobbing business, and will 
continue to export refrigeration parts 
and supplies.” 
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W. D. KEEFE 


* * * 


Fedders Gives New 
Duties To Keefe 


BUFFALO—W. D. Keefe will 
take over the duties of H. E. Rieckel- 
man, who recently resigned as vice 
president of Fedders Mfg. Co. in 
charge of refrigeration and air-condi- 
tioning products, it has been an- 
nounced by the Fedders Mfg. Co. 

Mr. Keefe has been with the 
Fedders organization for the past 
17 years. 


New Radiator Factory 
Started In Michigan 


OWOSSO, Mich.—Fedders Mfg. 
Co. has started construction here of 
the first unit of its new plant, which 
eventually is expected to employ 
200 men. The company plans to 
get into production by July 15. 

The first unit, being built on a 35- 
acre tract purchased by the company 
just outside the city limits, is 600 
feet long and 240 feet wide, and will 
cost $200,000 completely equipped. 
Other units may be built later, if 
company plans materialize. 

Fedders manufactures tubular radi- 
ators for Chrysler, and is moving to 
Owosso to be nearer its Detroit mar- 
ket, according to president L. F. 
Fedders. 


Dealer-Contractor Range Wiring ‘Pool’ 


Keeps Sales Up, Price-Cutting Down 


HARTFORD, Conn.—Novel method 
of keeping the “wiring charge” from 
becoming a bugaboo to electric range 
sales or a temptation to price-cutting 
by dealers has been worked out here 
by a cooperative arrangement be- 
tween retailers and wiring contrac- 
tors, working through the Hartford 
Electric League. 

Under the new arrangement, all 
ranges are quoted on a “delivered 
and installed” basis, regardless of 
whether or not the home is wired for 
electric range service. Formerly, 
dealers assessed a $15 charge for 
Wiring single homes, with an addi- 
tional charge in the case of second- 
floor homes, flats, and apartments. 

If the customer’s premises were 
alreay wired for range service, the 
$15 charge was refunded. With a 
$15 “allowance” on his old stove, 
Whatever its condition, this made 
Some prospects eligible for a $30 
Price reduction on their new ranges. 

On the other hand, comparatively 

wiring costs were a barrier to 
Sales to tenant prospects, who 
Couldn't take the wiring with them 
they moved. 

New plan sets up a “Wiring 
dead ciates” pool, to which all range 
5 €rs contribute on the basis of 
= for each range they sell, whether 

Not there’s a wiring job attached. 


All wiring costs are paid from this 
pool, which clears through the 
league, although it is in no way con- 
nected with it. 

Cost of owning an electric range 
is the same to all, regardless of 
where they live. Dealers pay the 
wiring charge made by the contrac- 
tor (any one of an approved list) 
and then bill the “Associates” fund. 
Repayment for their expense, re- 
gardless of the amount, is made 
within 48 hours. What this arrange- 
ment means to the cooperating dealer 
may be appreciated when it is re-. 


(Concluded on Page 2, Column 3) \ 


Text of Safety Code 
In the Supplement 


Full text of the new, revised 
Safety Code for Mechanical Refrig- 
eration as sponsored by the American 
Society of Refrigerating Engineers 
and approved by the American 
Standards Association is published 
as a supplement (8% x 11-inch size) 
to this issue of the NEws. The code 
establishes safety standards for the 
installation of refrigeration and 
air-conditioning equipment. 
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G-E Commercial 
Distributor For 
N. Y. Appointed 


Is First To Be Named 
Under New G-E Setup 


On Commercial Line 


NEW YORK CITY—First distrib- 
utor of General Electric commercial 
refrigeration equipment to be ap- 
pointed since G-E combined its 
commercial refrigeration and air-con- 
ditioning activities is Nathan Straus- 
Duparquet, Inc., New York City 
institutional supply house. 

The organization has been given 
the exclusive G-E commercial fran- 
chise in the five New York City 
boroughs, Long Island, and the coun- 
ties of Westchester, Orange, Rock- 
land, Dutchess, Ulster, Putnam, and 
Fairfield, comprising the New York 
marketing area. 

Appointment of Nathan Straus- 
Duparquet sets up a third line of 
G-E distribution in the territory, 
Blagden Bros. handling air condi- 
tioning and Rex Cole, Inc. household 
appliances. Cole also formerly han- 
dled commercial refrigeration. 

The new distributorship has gen- 


(Concluded on Page 14, Column 4) 


Alltmont To Manage 
Otis Horne Sales 


CONNERSVILLE, Ind. — S. V. 
Alltmont, veteran commercial refrig- 
eration executive and for many years 
associated with Kelvinator as sales 
manager of the water cooler division, 
has recently been appointed sales 
manager of the Otis Horne Co., Inc. 

Mr. Alltmont is now in the field 
appointing dealers for the company’s 
line of refrigeration products. 

Concurrently the Horne company 


(Concluded on Page 2, Column 4) 


G-E Air Conditioning 
Salesmen To ‘Lead Pipe’ 
Prospect In New Way 


BLOOMFIELD, N. J.—HIt has 
frequently been alleged that high- 
powered salesmen secrete about their 
person a handy length of lead pipe 
with which to persuade recalcitrant 
prospects of the virtues of their prod- 
uct. A modern rendering of the 
same piece of plumbing, relying more 
for its successful application upon 
brain than upon brawn, has just 
been made available to dealers by 
the General Electric air-conditioning 
department. 

The new attention-getter is not a 
length of pipe, but a section of a 
G-E heat transfer surface used in 
all of the company’s air-conditioning 
products, and it slips conveniently 
into a salesman’s pocket. 

With it the salesman is in position 
to demonstrate a number of advan- 
tages, such as showing how the fins 
are pushed onto the tubes, etc. 


Black Named Airtemp 
Advertising Manager 


DAYTON, Ohio—V. P. Black has 
been named advertising manager of 
Airtemp to succeed A. K. Snyder, 
who has resigned. Mr. Black has 
been connected with Airtemp for the 
past four and a half years, and for 
five years prior to that was asso- 
ciated with Frigidaire. 

Four new Ajirtemp distributors 
also have been appointed. They are: 
Air-Rite Corp., Dallas, Tex.; Anchor 
Lite Appliance Co., Pittsburgh; Auto- 
matic Heat Sales Co., Aurora, IIL; 
Lockie & Glenn, Cincinnati. 


| sponsor of the exhibit, was notified 


To Represent Nema 


JOHN F. DITZELL 


Official Recognition 
Given To Industry 
Show By Nema 


CHICAGO—John F. Ditzell, appli- 
ance sales manager of Stewart- 
Warner Corp., has been appointed 
official representative of the 
Refrigeration Division of National 
Electrical Manufacturers Association 
(Nema) at the banquet which will 
be held in connection with the All- 
Industry Refrigeration and _ Air 
Conditioning Exhibition in Chicago, 
Jan. 15-18, 1940. 

R. M. McClure, executive secretary 
of the Refrigeration Equipment 
Manufacturers Association (Rema), 


of the appointment in a letter re- 
ceived last week from Thomas 


(Concluded on Page 2, Column 3) 


Wisconsin Will Outlaw 
Group Buying July 1 


MADISON, Wis.—Group buying 
for employes by Wisconsin industrial 
concerns becomes illegal July 1. 
The bill prohibiting this practice, and 
supported by the Wisconsin Radio, 
Refrigeration & Appliance Associa- 
tion and other retail organizations, 
passed both houses of the legislature 
by substantial margins, and was 
signed by Gov. Heil. 


As reported in the June 14 issue of 
the NEWS, the act prohibits firms 
from purchasing for or selling to its 
employes any goods that it does not 
manufacture or handle in the regular 
course of trade, excepting meals, 
candy bars, cigarettes and tobacco, 
and such other equipment as may be 
required for the protection of em- 


ployes’ health or safety. 


Appliance Dept. 
Loser In 1938 
For Big Stores 


Controllers Congress of 
Department Stores 
Releases Figures 


NEW YORK CITY — Department 
stores’ appliance departments last 
year made the poorest showing of 
any department in the store except 
patterns, according to a study of 
1938 departmental and merchandising 
results made by the Controllers’ 
Congress of National Retail Dry 
Goods Association. 


Appliance departments were in the 
red more than 10%. One factor 
which may account for the poor 
showing made by these departments, 
the report says, is the low mark-up 
which is suggested by or partially 
controlled by manufacturers of me- 
chanical refrigerators. 

Sales per square foot in mechani- 
cal refrigeration departments dropped 
sharply from $62 in 1937 to $45 
in 1938. 

Importance of the home furnish- 
ings division of the stores is shown 
by the fact that last year depart- 
ments in this division did 18.6% of 
the total store business. Almost one- 
fourth of this was in the furniture 
department. 


Blew Takes Post at 
Universal Cooler 


DETROIT—P. W. Blew, for the 
past six months Chicago district 
manager of Universal Cooler Corp., 
has been promoted to the new post 
of assistant sales manager of the 
company’s domestic division. 

Before joining Universal Cooler, 
Mr. Blew was associated with the 
Detroit Vapor Stove division of 
Borg-Warner, and for some years 
had been buyer of major appliances 
at the Fair department store here. 

In other sales staff changes, Fred 
Larrabee, former sales manager of 
Cunningham Tube Co., becomes man- 
ager of the Kansas City district; 
Homer S. Rhymes, previously with 
REA, will manage the North and 
South Carolina district, with head- 
quarters at High Point, N. C.; K. J. 
Roffe, formerly with Carborundum 
Corp., is new manager of the Buffalo- 
Pittsburgh district. 

William Smiley and William Watts 
have been added to the Universal 
Cooler sales promotional staff. 


West Coast Air Conditioning Men 


Favor Strong National Association 


PHILADELPHIA—“Air condition- 
ing is a new industry that has new 
problems,” declared Edward C. 
Flynn, president of the Air Condi- 
tioning Association of Southern 
California, Inc., speaking before the 
June meeting of the Philadelphia 
association at the Penn Athletic 
Club here. ‘We on the west coast 
believe the air-conditioning industry 
needs a strong national association 
to meet these problems,’ Mr. Flynn 
continued, “and that is why we are 
giving wholehearted support to the 
movement toward a national group.” 

Mr. Flynn was introduced by M. 
S. LeBair, chairman of the air-con- 
ditioning division of the Electrical 
Association of Philadelphia. Indus- 
try representatives from the Air 
Conditioning Association of Wash- 
ington, from Baltimore, and from 
Philadelphia suburban areas attended 
the regional meeting. Sheridan Tay- 
lor, secretary of the Philadelphia 
group, reported on matters of current 


business and Henry Knowlton of AIR 


CONDITIONING & REFRIGERATION NEWS 
spoke briefly on the national asso- 
ciation movement. 

According to Mr. Flynn, the Cali- 
fornia association has been in exist- 
ence for the past four years. Meet- 
ings are held regularly every Wed- 
nesday night and members of the 
board of directors are attempting to 
put the air-conditioning business on 
a sound basis. 

“During 1938 one Los Angeles firm 
engaged in air conditioning made 
money, one broke even, and the 
balance lost money,” Mr. Flynn said. 
“Our membership knows that this 
situation cannot continue and all the 
concerns are interested in improv- 
ing conditions in the trade.” 


MARK-UPS LOW 


The speaker reported that lack of 
profit in the air-conditioning busi- 
ness in California could be traced 
to the fact that mark-ups, or per- 
centage of gross on cost, was too 
(Concluded .on Page 20, Column 1) 
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AIR CONDITIONING & REFRIGERATION NEWS, JUNE 21, 1939 


| Major Uppliances 


Dealers ‘Help’ Buffalo Radio Listeners 
Answer Quiz on Modern Refrigeration 


BUFFALO—A “true and false” 
quiz contest dotted with a _ sales 
story on the modern electric refrig- 
erator and with a 1939 model unit 
as first prize is being used by the 
electric refrigeration committee of 
the Electrical League of the Niagara 
Frontier to boom June sales and 
prospects for allied dealers. 


To get in the “true or false” game, 
contest blanks must be obtained from 
league-affiliated dealers. Announce- 
ments of the contest are being broad- 
cast daily over radio stations WKBW 
and WEBR, and listeners-in urged to 
see their refrigerator dealer for 
details. 

Termed the “Win a 1939 Electric 
Refrigerator” contest, the campaign 
offers a new refrigerator and 10 
World’s Fair “Trylon and Perisphere”’ 
table lamps to the 11 entrants who 
answer 50 true or false statements 
correctly and write the best 10-word 
statement on why they want a 1939 
electric refrigerator. 

Since entrants must call at their 
dealer’s to obtain an entry blank— 
and entries are limited to one per 


current than a 25-watt lamp, both 
on the line continuously.” 

“1939 electric refrigerator costs 
less than 80 cents a month to oper- 
ate on the Niagara Frontier.” 

“Ice cubes are easier to remove 
from the 1939 electric refrigerators.” 

“A family of four should have at 
least a 6-cu. ft. refrigerator.” 

“An electric refrigerator will save 
money in winter as well as summer.” 

“It makes little difference if an 
electric refrigerator is left connected 
during week-ends or summer vaca- 
tions.” 

“Meat keeps indefinitely in 1939 
refrigerators, which tenderize cheap- 
er meat cuts.” 

“Wilted lettuce will become crisp 
in the vegetable drawer of an elec- 
tric refrigerator.” 

“Only electric refrigerators have 
below zero food compartments.” 

“Cold air stays inside refrigerator 
when door is opened.” 

“The cellar is a safe place to 
keep food in summer.” 

“Frosted coils cool a refrigerator 
faster than clean coils.” 

“Less power is used at night by 


Range Wiring ‘Pool’ 
In Hartford Cuts 
Installation Cost 


(Concluded from Page 1, Column 2) 

membered that some jobs run as 
high as $60. 

At the end of 90 days, all money 
in the pool is pro-rated among co- 
operating dealers, on the basis of 
the number of sales they made dur- 
ing that period. No reserve fund is 
kept—the fund is started all over 
again every three months. 

In operation, the wiring arrange- 
ment has been found a distinct help 
to electric range sales, as well as a 
retail price stabilizer. Dealer sales 
are helped because all ranges are 
priced “installed’—wiring and_ all. 
Tenants and apartment dwellers now 
are just as good prospects as are 
home owners. . 

Drag on the utility company also 
has been eliminated. The utility now 
does only the wiring on the part of 
the system that reaches to the house, 
a portion which can be charged off 
to capital investment. 

Prices are kept steady, because 
dealers who “forget” to charge the 
$15 for installation may end up on 
the short side of an expensive wiring 
job which they try to collect from 
the pool. For the dealer can take 
out only in proportion to what he 
puts in. 

For example, if he sold four ranges 
and “forgot” the $15 charge on three 
of them, he’d be credited with only 


With New Firm 


Ss. V. ALLTMONT 


Alltmont To Direct 
Horne Co. Sales 


(Concluded from Page 1, Column 3) 
is announcing a new product in the 
form of a patented dry beverage 
cooler which is being placed on the 
market following three years of field 
tests. 

This new beverage cooler, which 
follows the general design of a small 
display case, is featured by a fast 
freezing capacity said to be made 


ee 


THE COLD 
CANVASS 


By B. T. Umor——— 


Vandalia & Kaskaskia 


It looked for awhile there as if 
Chester Lichtenberg, the Genera] 
Electric major domo at Fort Wayne, 
had caught us with our pants down. 
But now we aren’t so sure. 


In the May 31 issue of the News, 
there appeared some comment about 
the American Society of Refrigerat- 
ing Engineers meeting in Hershey, 
Pa. It seems there was a “quiz” con- 
test with questions supplied by the 
audience. The editor had contributed 
the following question, and was 4 
mite miffed when it was ruled out 
by “Judge” Chester Lichtenberg: 


Q. What was the first state capital 
of Illinois? 


A. Vandalia. 


Now Mr. Lichtenberg writes in 
rebuttal: 


“Sorry, George, but the reference 
books give Kaskaskia as the first 
state capital of Illinois.” 


Now practically the entire editoria] 
staff of the NEWS comes from daown 
thet-away, and they all thought 
Vandalia was the first capital of that 
state. So to settle the argument Old 
B.T.U. visited the Detroit Public 
Library ‘(conveniently across the 
street from our offices) and learned 
that: 


pee ae ar Fy Rs Bn lig an electric refrigerator than in the | $15 in the pool, and so would be able | possible by a heavy duty booster air | Kaskaskia was the capital of the 
the questions on refrigeration by day, when temperatures are the | to collect only that amount on a | circulator, which speeds up circula- | territory of Illinois. Illinois became 
same. large and expensive job. If he ran | tion of the cooled air through the | a state in 1818. Kaskaskia served 


giving them a complete sales story 
on the models he handles. 

So that sales will not bog down 
because of prospects’ expectations of 
winning first prize, the contest pro- 
vides that if the winner purchases 
a refrigerator anytime between June 
1 and July 15, he or she will be given 
$125 in cash instead. 

Some typical refrigeration ques- 
tions in the true or false test are: 

“Perishable food spoils in tem- 
peratures below 40°.” 

“An electric refrigerator uses less 


Filtrine 


Water Coolers — Filters 
Cafeteria — Industrial 


Range Shipments 
Off 1.8% In April 


NEW YORK CITY—Shipments of 
electric ranges dropped off 1.8% 
during April this year, totaling 
25,792 units as compared with 26,292 
in the same month last year, reports 
of 17 manufacturers to National 
Electrical Manufacturers Association 
show. 

Range shipments during the first 
four months of the year, however, 
were up 15.3% over those for the 
corresponding period of 1938, this 
year’s total being 110,554 units 
against 95,720 in the same months 
last year. 

Michigan continued its lead among 
individual states during the month, 
2,289 units being shipped to distribu- 
tors and dealers there, to bring the 


into a $60 wiring job, for instance, 
he’d have to pay out the $60 and get 
back only $15, leaving him $45 in the 
hole. 

There are just enough such cases 
that dealers can’t afford to risk not 
collecting their regular $15 charge. 

Customers lose nothing by the flat 
wiring charge arrangement, since it 
was computed as an average of in- 
stallation costs':over a period of 
several years. And, if the range 
owner should move into a home with- 
out proper wiring, he’s protected 
from extra expense. 


Ditzell To Represent 
Nema at 40 Show 


(Concluded from Page 1, Column 4) 
Evans, chairman of the Nema Re- 
frigeration Division. 


cooler. Operation of this booster is 
manually controlled by a switch on 
the outside casing of the beverage 
cooler. 

The Horne coolers have coil sur- 
face in the front and back of the 
cabinet, and overhead. 

The cooler is being offered in a 6 
foot, self-contained model; and in 
6 foot, 8 foot, and 10-foot models for 
remote installation of the condensing 
unit. 


Refrigerators Far Ahead 
In Virginia Sales 


ALEXANDRIA, Va.— More than 
2,000 major appliances with a total 
dollar volume of more than $315,000 
were sold during May by dealers in 
the territory of Virginia Public 
Service Co. 


as the temporary capital until the 
first legislature, meeting in 1819, 
chose Vandalia as the site for a new 
capital. 

Vandalia served until 1837, when 
a faction known as the “Long Nine” 
and led by Abraham Lincoln began 
agitation for moving it to Springfield, 
which became the capital in 1839. 

There’s room for argument on 
either side of the question, it would 
appear. Anyway, we must admit 
Mr. Lichtenberg is a smart feller. 


* *& #€ 


Late, But Important 


This item comes a bit late, but 
we believe it is important in showing 
another phase of electric refrigera- 
tion’s service to mankind. 

At the recent Indianapolis 500-mile 
auto race, four pints of blood (one 
pint for each type) were kept in an 
electric refrigerator in the track 
hospital to be used for blood trans- 
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(Builders of Condensing 
Units Since 1922) 


E addition of the Curtis Refrigerated Store 

and Office Cooler to the Curtis line makes it 
even more attractive than ever. It opens up a 
great new market that makes possible new sales 
and profits. 


All classes of retail establishments—stores, 
offices, banks, etc., are demanding air condi- 
tioning now. You can fulfill this demand with 
Curtis’ complete, factory designed, packaged 
air conditioning unit. It mechanically cools, 
dehumidifies, circulates and filters the air— 
adaptable for heating—easily and quickly 
installed—3 and 5 ton sizes. 


Greater Sales and Profit Possibilities 


PEERLESS 


yn Coole” 


G (UPSIDE DOWN COOLING) 


COLD AIR cascades from the BOTTOM of 
the PEERLESS GUN COOLER 

WARM AIR is drawn off the top of the 
fixture 

COOLED AIR ascends VERTICALLY through 
the Products Stored 

Uniform temperatures ALL OVER the 


The Curtis line of condensing units includes 
sizes from 1/6 to 30 H. P., air and water . 
cooled. There’s a Curtis model for every 

refrigeration and air conditioning 

requirement — also unit coolers, coils, 
evaporative condensers, etc., precision engineered to deliver economical, 
efficent, care-free performance. es 

If you're interested in profits, in increasing your sales, write to Curtis for 

complete information today. 


CURTIS REFRIGERATING MACHINE CO. 


Division of Curtis Manufacturing Company 


Fixture 
HIGH HUMIDITY—NO FOOD Shrinkage 
And its PACKAGED Refrigeration . - - 
made for every type of fixture .. - ready 
and easy to install . . . Capacities 120 
to 12000 B.T.U. per hour. 


TRY THIS NEW METHOD ON YOUR NEXT JOB! 


PEERLESS oF AMERICA, INC. 


General Offices—5I5 W. 35th St., Chicago, Illinols 
Midwest Factory—5I5 W. 35th St., Chicago, Illino!s 
New York Factory—43-20 34th St., Long Island City 
Pacific Coast Factory—3000 S$. Main, Los Angeles 
Southwest Factory — 2218 N. Harwood St., Dallas 


48 Air Cooled Units 
45 Water Cooled Units 


~ 
wets 


2 : Curtis Store and Office Cooler ivi i i 
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SALES“ PROFIT 


eaanter td sya, 


The Best Deal Ever 
_ For The Dealer _ 


A B lg Lamediate 


“Opportunity 
Jto-ine -[Fule 


on to meet the Customers Needs 


Ever Known to the Industr 


Dry Beverage Refrigerator 


Your Customers Have Clamored for It—You Have Waited for It—Here It Is! 
...A Custom Line...in Standard Production...at Low Standard Prices 


Start Today—Break All Previous 
Sales and Profits Records... 


_The stage has long been set for better dry beverage cooling 
equipment... 

Forceful public insistence—increasingly stringent state and 
municipal regulations—strong customer demand—have created 
an enormous, nation-wide market. 

An interested, anxious-to-buy market that now, for the first 
time, you can supply—with the new advanced Horne-Bilt Dry 
Beverage Refrigerator. 


Standardized, Self-Contained 
Ready to Plug In 


No longer must you lose profitable sales as your most de- 
sirable prospects are driven to custom-built equipment, with its 
excessive cost, slow cooling, and necessity of overnight loading— 
for in the Horne-Bilt, you not only offer custom-built advantages 
of special dimensions, sizes, capacities, finishes . - you offer them 
in standardized production, at low standard prices, with the 
oe of advanced patented features exclusive with Horne- 

ult 


Patented Natural Convection 


Efficient, Uniform Cooling at All Times 


Faster Cooling When Needed — at 
Touch of Switch. Instant, Hand-Con- 
trolled Heavy Duty Booster Feature. 
LOLOL IEEE De EE IDLO L ELLIE NLT TOOLS, EEE LED 


No more overnight loading — 
plenty of properly cooled drinks at 
all times, and extra reserve capa- 
city that can be thrown into action 
immediately when need arises — 
these exclusive, scientific Horne- 
Bilt features will sell your cus- 
tomers on sight. 


Increases Capacity—Reduces Cost 


A triumph of scientific research and study, the Horne-Bilt offers | 


unprecedented efficiency, at lower first cost and lower operating 
cost—more capacity for the same money, the same capacity for 
less money... 


A Quality Product—And an 
Exceptional Dealer-Profit Basis 


The sturdy, durable construction and superior sanitation and 
practicability assured by the finest manufacturing facilities and 
the known Horne record of successful experience—the invaluable 
cooperation of an able, resourceful sales organization without 
topheavy overhead—these are the factors that, with the effective 
merchandising plan, give you a more attractive proposition for 
your prospect than you’ve ever had before—and an equally better 
break for yourself. 
(1) BROAD MARKET=—Strong, virtually unlimited demand, due to 
long need for such equipment. 
(2) EASY FINANCE PLAN—On the same favorable terms which are 
standard in the industry. 
(3) IMMEDIATE DELIVERIES—From strategically located distribu- 
tion warehouses in all trade areas. 
(4) ADVERTISING HELPS—Extensive publication advertising, plus 
free material for circularizing your customers. 
(5) SALES COOPERATION—District representatives ready to work 
with you in concerted selling program. 


Decide! Act! Get the lion’s share of this big-volume, profit-building, de- 
sirable new business someone will take in your territory. Talk with your 
sales staff now, start laying your plans. Send coupon below for complete, 
detailed information. 
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| Specialty Gelling Beas 


Two-Man Sales Force Brings Dealership 
More Business Than a Dozen Did 


DENVER—Working on the theory 
that a few really good salesmen are 
much more valuable to the refrigera- 
tion dealer than a lot of mediocre 
ones, O. P. Jones, buyer for the 
major appliance departments at 
American Furniture Co. here has 
adopted an unusual type of merchan- 
dising program under which he’s 
actually doing a larger volume with 
two men than he formerly did 
with 12. 

Like most other dealers, Mr. Jones 
originally followed the general prac- 
tice of trying to blanket the territory 
from a coverage standpoint. He 
divided the city up into 12 districts, 
one man to a district. 


FIRED 10, KEPT TWO 


The store was apparently getting 
its share of the refrigeration busi- 
ness. But Mr. Jones wasn’t satisfied. 
He felt that a few of the men were 
getting too large a share of the busi- 
ness. So he made a sales analysis, 
over a period of several months, 
which revealed some startling facts. 
That survey showed that between 10 
and 15% of the salesmen were turn- 
ing in nearly 75% of the actual sales. 

So, Mr. Jones decided to completely 


change his mode of operation. He let 
everyone else go except the two best 
men on the force, divided the whole 
city up between them. 


In other words, he struck at the 
turnover problem by creating a 
couple of jobs which were so desir- 
able that the men who had them 
wouldn’t think of leaving. Those two 
salesmen were good to begin with. 
And under competent direction over 
a period of time, they have developed 
into veritable wizards. 


NO MORE SQUABBLING 


Since there’s plenty of business for 
both, the two men work harmoniously 
together. There are no_ longer 
squabbles about floor prospects or 
territorial divisions. Each man has 
his full attention to devote to actual 
sales work. 


Obviously the store isn’t able to 
contact as many people as before. 
But the percentage of sales to pros- 
pects is so much larger that actual 
sales volume has shown an increase 
anyway. Whereas, in the past, only 
40% of the prospects contacted were 
being closed, now fully 75% of those 
prospects are being converted into 


actual buyers. 

“We found that a lot of good leads 
were being wasted under the old plan, 
for the simple reason that too many 
of our so-called salesmen didn’t 
actually know how to sell,” explains 
Mr. Jones. “They were door-bell 
pushers of the type often found in 
the specialty selling class. I don’t 
say that there wasn’t some latent 
ability in every crew we had. But 
we couldn’t keep the men long enough 
to develop that ability. 


“That being the case, we were a lot 
better off to cut our staff to the bone, 
and give a couple of men exceptional 
jobs which were certain to hold them 
over a period of time. We've been 
able to keep them long enough to 
make even better men out of them 
than they were when they started— 
and they were good men then.” 


Frozen Foods Promotion 
Boosts Roaster Sales 


WASHINGTON, D. C.— Frozen 
foods and electric roasters share the 
honors in a recent department store 
promotional campaign conducted by 
the Electric Institute here. Basic 
idea of the promotion is to give one 
frozen food dinner free with every 
electric roaster sold. 


Thus the housewife prepares her 
first meal in the new roaster with 
frozen foods and learns not only the 
advantage of electric cooking but the 
desirability of frozen foods as well. 

Meetings of all employes of six 
Washington department stores were 
held during the campaign, to explain 
how the roasters should be sold. 


Proving the Value 


AS PROTECTION FROM 


RUST 


N MILLIONS of units, distributed all over the 
world, in every kind of climate, Bonderiz- 
ing is demonstrating its rust-resisting qualities. 


Used on many types of products, from a tiny 
kitchen ice cube crusher up to a “walk-in” cooler, 
including refrigerators, washing machines, iron- 
ers, air conditioning equipment, automobiles 
and kitchen cabinets, Bonderizing is proving its 
effectiveness under actual working conditions. 


Wherever finish permanence and continued fine 
appearance are essential, Bonderizing is justify- 
ing itself in both the home and industry. 


To visualize the value of Bonderizing under 
enamel, the illustrations at the right show the 
results of a salt spray test under identical condi- 
tions and the same finishing system—except that 


one sample was Bonderized. 


- 
a 


\® 


PARKER RUST PROOF COMPANY 
Detroit, Michigan 


2197 East Milwaukee Avenue . 


Avocétsed CONQUER RUST | 


BONDERIZING * PARKERIZING 


ae for Sale Kook 


A book showing what a salesman 
should know about Bonderizing 
is available on request. 


‘ 


A) ae 


BONDERIZED 


BONDERIZING WW 


Typical refrigerator 
finish over Bonder- 


izing. Intentionally 

scratched and sub- 

jected to salt spray 
more than 700 


hours. 


NOT 
BONDERIZED 


Same finish as 
above, except not 
Bonderized. In 
salt spray 700 
hours. Finish has 
failed. 


With This Model, Shirt lroning’s a Snap 


It’s easy!’ smiles R. W. Poirson (standing), in charge of Kelvinator 


laundry equipment sales, 


as he shows Ralph Cameron, 


household 


appliance sales manager, the model marked shirt he has developed to 
help dispel the idea in many prospect’s minds that shirts can’t be 


finished easily and well on a modern electric ironer. 
—® * * * 


More Prospects Come To 
‘Toney’ Cooking Schools 


AUSTIN, Tex.—Make your cook- 
ing schools ultra-exclusive, ‘put on 
the dog” is no uncertain style, and 
your “invited guests” will return a 
much higher percentage of sales, in 
the opinion of F. C. Hopkins, appli- 
ance manager of Swann-Schulle 
Furniture Co., Westinghouse dealer 
here. 


To get the cream of the city’s 
prospect crop, Mr. Hopkins planned 
a cooking school this spring that 
had the air of a choice function of 
the original “400.” 


From a carefully selected list of 
prospects, he pared his invitation list 
down to the ones he thought would 
be most likely to buy this year. To 
them he sent engraved invitations to 
the cooking school. The invitations 
made a real “social event” of the 
school. Each invited guest was 
allowed to bring only one friend. 
In addition, Mr. Hopkins wrote a 
personal letter to each of the guests 
especially urging them to be present. 

The school was held in the attrac- 
tive building of the Texas Federated 
Women’s Clubs in Austin. Salesmen 
present at the sessions were armed 
with full product information so that 
all questions on the appliances used 
and displayed could be answered. 


Higher Rate. For More 
Sales Builds Volume 


DALLAS, Tex.—By raising the 
commission percentage a notch for 
each refrigerator sold during any 
one month, Anderson Furniture Co., 
Westinghouse dealer here, puts an 
extra premium on volume sales that 
benefits the store and the salesman. 

After a salesman has sold three 
refrigerators in the month, carrying 
a 3% commission, he moves into the 
higher bracket. For four sales he 
receives 4%; for five, 5%; continuing 
to 7% for the floor sales commission 
return. 

Outside salesmen who close a 
deal outside the store receive a 
straight 10%. If a salesman cards 
a prospect, who is later sold by a 
floor salesman, he receives the top 
7% commission, while the store sales- 
man closing the deal gets 3%. 

By splitting the commission be- 
tween outside and inside salesmen, 
and offering the outside salesman a 
higher commission for his sales— 
that are considered harder to close 
than those made in the store—a 
“perfect harmony” is reported. 


E: 


Marked Model Takes 
Mystery Out of 
Shirt Ironing 


DETROIT—To help laundry equip- 
ment salesmen convince prospects 
that doing up a shirt on a electric 
,ironer isn’t nearly as tough a job 
as it’s cracked up to be, R. W. Poir- 
son, in charge of Kelvinator home 
laundry sales, has worked out a 
marked, model shirt for use in the 
field as a sales-closing tool. 

The various operations in the easy 
ironing of a shirt, in their order, are 
clearly marked on the model. First 
operation is designated, right on the 
shirt, as “Start 1.” Arrows stiched 


Here’s a close-up of the model, 
marked shirt, with the “ironing 
formula” stitched in. 
into the shirt show the operator the 

direction in which to iron. 

Salesmen report that the model 
shirt is proving a real selling tool, 
Mr. Poirson says. It does much to 
dispel the prevalent idea that shirts 
are next to impossible to do up on an 
ironer; and that, rather, shirt iron 
ing is an easy process, providing the 
proper formula is followed. 

So intrigued are some housewife 
prospects with the model that sales- 
men are literally “losing their shirts 
to them—that is, leaving the marke 
shirt as a model for the housewife 
to follow in her regular ironing. But 
since “losing their shirts” means 
sales, the salesmen don’t object. 


Gets Crosley Car Account 


CINCINNATI—Crosley Corp. 
appointed Allen, Heaton & McDonald 
to handle advertising of its new low 
price automobile. 
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New Cooler Designed 


For Requirements of 
Photographic Work 


DETROIT—To cool regular city 
water to the temperatures desirable 
in modern photographic development 
work, and to keep these tempera- 
tures reasonably constant, is the 
function of the photo developing 
water cooler assembly just intro- 
duced by Temprite Products Corp. 
(See diagram at bottom of the page.) 

This unit, known as model 357-PD, 
consists of a model 35-W Temprite 
cooler connected to a double tube 
water heat exchanger, the whole 
assembly being installed in an in- 
sulated cabinet with all refrigerant, 
water, and drain lines extending out 
of the bottom and side of the cabinet 
so that connections can be made 
more easily. 

The cabinet is designed for instal- 
lation under the usual photographic 
workbench which holds the trays of 
developing and fixing solutions, and 
connections are made in such a 
manner that the drain water leaving 
the tray will flow through the heat 
exchanger by gravity. The rate of 
flow through the exchanger is in 
proportion to the height of the drain 
outlet on the tray above the drain 
inlet to the cooler cabinet, with 
maximum flow of 80 gallons per hour 
being obtained when the cabinet 
drain connection is 15 inches or more 
below the developing tray. 

Inlet water first flows through the 
outer coil of the water heat ex- 
changer, where it is precooled by 
close contact with the cold drain 
water. Leaving the heat exchanger, 
the water flows through the cooling 
unit where it is reduced in tempera- 
ture to 68° F. It then enters the 
developing tray. 

Water entering the tray is used as 
film wash water. It also flows in a 
continuous stream around the vari- 
ous solution containers, thus main- 
taining these solutions at practically 
the same temperature as the water. 


In cases where production speed 
is the prime requisite, wash water 
temperature should be somewhat 
higher than that of the developing 
solutions, so the cooled water should 
be led first into the tray-cooling 
trough and from there, by gravity, 
into the wash tank. In some cases 
a means of heat leakage may be 
introduced in order to raise water 
temperature about 5° F. 


Average load encountered in photo- 
graphic developing work is approxi- 
mately 1 gallon of water per square 
foot of film processed. 

Only one model of the photographic 
developing cabinet is available as a 
package item, but this unit can be 
used on applications using as little 
as 10 gallons per hour or as much 
as 80 gallons per hour, depending 


upon the size of the condensing unit 
used, 


Dividend Declared By 
Fedders For July 1 


BUFFALO—Directors of Fedders 
Mfg. Co. have declared a dividend 
of 10 cents a share on the common 
Stock, payable July 1 to stock of 
record June 20. Dividend of 15 cents 
a share was declared April 1. 


Nebraska ‘Egg’ Law 


Requires 60° Storage 
In Summer Months 


LINCOLN, Neb.—Installation of 
refrigeration equipment throughout 
Nebraska is expected to be stimu- 
lated as the result of an “egg con- 
trol” bill passed by the state legisla- 
ture. 

This new measure provides that, 
from May through September, deal- 
ers must dispose of eggs within 
48 hours after they are purchased 
from producers, or else keep them 
under controlled temperatures below 
60° F. In other months, dealers may 
keep eggs 72 hours without refrig- 
eration. 


Sectional Coolers Have 
Dual Steel Walls 


NILES, Mich.—A new four-model 
line of sectional walk-in coolers fea- 
turing inner and outer walls of steel 
as well as convenience in handling 
and rapid, economical erection has 
been announced by Tyler Fixture 
Corp. 

These units are shipped from stock 
in sections, and are assembled on the 
spot. Exteriors are smooth and 
“streamlined”; interiors are of gal- 
vanized rust-proof steel finished with 
baked-on enamel. 

Between the steel walls are 4 
inches of Tyler’s “certified” insulation 
wrapped in moisture-proof packages. 
Pressure bolt and spine lock con- 
struction seals the coolers against 
infiltration of air, according to Tyler 
officials. 


Medicinal Salts Need 


Cooling Process 


LONDON, England—Application of 
two Roto-Louvre dryer units has 
solved a problem of drying and cool- 
ing a special medicinal salt used in 
treating patients with rheumatism, 
for a pharmaceutical company lo- 
cated here. 

Manufactured by Link-Belt Co., 
Chicago, the dryers are arranged 
so that the salt enters the upper 
revolving drum of the system at a 
temperature of 140° F., with an 
initial moisture content of 10%, and 
is discharged from the lower drum at 
about 68° F. with a moisture content 
of only .01%. 

Upper drum serves as a dryer, and 
the lower drum acts as a cooler. Salt 
passes through the upper drum and 
flows directly into the rotary cooler 
below. 

For safety in packing, the salt 
must be brought down in tempera- 
ture almost to the freezing point; 
otherwise it would, after standing in 
the package, deteriorate to a certain 
extent as a result of a breakdown in 
the crystalline structure, which could 
be caused by a very slight rise in 
temperature. 

Salt freezing operation is accom- 
plished by introducing air at a tem- 
perature of between 32 and 41° F. 
into the cooling drum. 

The Link-Belt Roto-Louvre instal- 
lation is 14 feet long, dryer drum 
being 3 feet, 11 inches in diameter, 
and cooler drum 2 feet, 71% inches. 


For Photography Shops 


Cooling Water Level 


Water Flow 


Water Bypass Valve , Adjusting 
Valve 
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\ Fresh Cooled 


Drain Water to Heat Exchanger 


{ | Water to 


Refrigerant Lines... 
To Condensing Unit 


- “J ‘emprite 
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| Washing 
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Drawing showing hookup for Temprite photo developing water cooling 
System described in an article on this page. 
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FREE CATALOG 


Your name and address will bring your copy of PAR’s 1939 
Catalog ‘’R”’. It covers the complete PAR Line and contains much in- 


teresting and valuable information. Write today. 


See PAR 


Akron, Ohio 
Percy G. Hanson 
Aipeny, New York 
Melchior, Armstrong, 
Dessau Co. 
Atlanta, Georgia 
Bowen Refrigeration 
Supplies, Inc. 
Baltimore, Maryland 
Melchior, Armstrong, 
Dessau Co. 
Birmingham, Alabama 
Refrigeration Supplies 
Distributor 
Boston, Massachusetts 
Melchior, Armstrong, 
Dessau Co. 
Brooklyn, New York 
Melchior, Armstrong, 
Dessau Co. 
Buffalo, New York 
Melchior, Armstrong, 
Dessau Co. 
Root, Neal & Company 
Cedar Rapids, Iowa 
Dennis Refrigeration 
Supply 0. 
Charleston, West Virginia 
Air Conditioning & 
Refrig. Sup. Inc. 


Cleveland, Ohio 


Columbus, Ohio ; 
Refrigeration Electric 
Supply Co. 
Texas 


The ectromotive Corp. 


Davenport, Iowa 

Republic Bilectric Co. 

Dayton, Ohio 

W. H. Kiefaber Co. 

Denver, Colorado 

Refrigeration Parts & 
Supply Co. 

Detroit, Michigan 

Young Supply Co. 

Des Moines, Iowa 

Dennis Refrig. Supply Co. 

Flint, Michigan 

Shand Radio Specialties 

Ft. Worth, Texas 


McKinley Refrig. Supply Co. 


Greensboro, North Carolina 

Home Appliance Service Co. 

Harrisburg, Pennsylvania 

Melchior, Armstrong, 
Dessau Co. 

Houston, Texas 

D. C. Lingo Co. 

Sptenepee. Indiana 

FF. H. ngsenkamp, Inc. 

Jacksonville, Florida 

The Jamita Co. 

Kansas City, Missouri 

Forslund mp & 
Machinery Co. 

Lexington, Kentucky 

United Service Company 

Long Beach, California 

Refrigeration Supplies 
Distributors 

Los Angeles, California 

Frank Gillett Co. 

Refrigeration Supply Dist. 

Lo e, Ken y 


S. W. H. Supply Co. 
Macon, Georgia 
Lowe Electric Co. 


Madisen, Wisconsin 

Refrigeration Specialty Co. 

Memphis, Tennessee 

United Refrigerator 
Supply Co. 


Milwaukee, Wisconsin 

Refrigeration Specialty Co. 

Minneapolis, Minnesota 

Refrigeration & Industrial 
Supply Co. 

Mobile, Alabama 

Harris Fixture Co. 

Montgomery, Alabama 

Teague Hardware Co. 

Nashville, Tennessee 

The Starr Co. 

Newark, New Jersey 

Melchior, Armstrong, 
Dessau Co. 

New York City, New York 

Melchior, Armstrong, 
Dessau Co. 

Norfolk, Virginia 

Noland Co. 

Oklahoma City, Oklahoma 

Mideke Supply Co. 

Omaha, Nebraska 

Interstate Machinery & 
Supply Co. 

Peoria, Dlinois 

R. E. Thompson Co. 

Philadelphia, Pennsylvania 

Melchior, Armstrong, 


Dessau Co. 
Phoenix, Arizona 
Refrigeration Supply 
Distributors 
Pittsburg Pennsylvania 
Melchior, Armstrong, 
Dessau Co. 


Portland, Oregon 
Refrigerative Supply, Inc. 
Raleigh, North Carolina 
Henry V. Dick & Co. 
Richmond, V: 
A. R. Tiller, Inc. 
Rochester, New York 
Melchior, Armstrong, 
Dessau Co. 
Sacramento, California 
Hinshaw Supply Co. 


AIR COOLED HIGHSIDES 


For Peak Performance 


You know what it means to install equipment 
with plenty of reserve capacity—with power and 
stamina to “‘stay in there and pitch”. . . That’s one 
of the reasons you’ll like PAR Units. They are made 
for long-haul, economical service that pleases cus- 
tomers and reduces service expense. 


The PAR air-cooled unit shown above is made in 
seven sixes, 4 H.P. to 2 H.P., for ‘‘Freon-12” or 
methyl chloride. Three optional speeds, for low, stand- 
| ard and high temperature applications. 


FD 


fay 


Units at Your Nearest Jobber: 


San Francisco, California 
California Refrigerator Co. 
Seattle, Washington 
Refrigerative Supply, Inc. 
Shreveport, Louisiana 
Interstate Electric Co. 
Sioux City, Iowa 

Dennis Refrig. Supply Co. 

South Bend, Indiana 

F. H. Langsenkamp, Inc. 

Spokane, Washington 
efrigeration Parts Sup. Co. 

Springfield, Dlinois 

Springfield Refrigeration 
Supply Co. 

8 aqeete, Massachusetts 
elchior, Armstrong, 
Dessau Co. 

St. Louis, Missouri 

Brass & Copper Sales Cu. 

Tampa, Florida 

Bowen Refrigeration 
Supplies, Inc. 

Toledo, Ohio 

Heat & Power 
Engineering Co. 

Tulsa, Oklahoma 

Machine Tool & Supply Co. 

Washington, D. C. 

Melchior, Armstrong, 
Dessau Co 

Waterloo, Iowa 

Winterbottom Supply Co. 

Wichita Falls, Texas 

United Electric Service Co. 

Toronto, Ontario, Canada 

Railway & Engineering 
Specialties, Ltd. 

Montreal, Quebec, Canada 

Railway & Engineering 
Specialties, Ltd. 

Winnipeg, Manitoba, Canada 

Railway & Engineering 
Specialties, Ltd. 


EXPORT DEPARTMENT—Melchior, Armstrong, Dessau Co.—New York City, New York 
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Cir Conditioning 


Concern Using Specialty Selling Methods 
Sells 200 Room Coolers Since Jan. 1 


By Henry Knowlton 


WASHINGTON, D. C. — Room 
coolers have been selling like the 
proverbial hot cakes here this year, 
says F. T. Francis of the Washington 
Refrigeration Co., York and Philco 
distributor. The company sells 
York commercial and air-condition- 
ing equipment and distributes Philco 
Conservador refrigerators and “Cool- 
wave” room coolers, of which over 
200 units have been sold so far this 
year. 

Seventeen salesmen are employed 
by the Washington company on a 
straight commission basis under the 
supervision of M. S. Cunningham. 
These men canvass office buildings 
and professional offices for prospects 
and follow up leads obtained by 
newspaper advertising. 

So far the largest selling unit has 
heen in the standard %-hp. model, 
Mr. Francis said. About twenty-five 
of the new Philco Model 40 units 
have been sold, together with a num- 
ber of %-hp. machines, but the 
largest volume of business has come 
from the %-hp. class. 

One large sale of 101 units was 
made to the Washington. hotel. Mr. 
Francis reports that these units 


were current year models and sold 
at a satisfactory price. 

Last fall the company sold 85 
%-hp. room coolers to the new 
apartment building at 1417 M. St. 
N. W. and made installation early in 
February. Every “efficiency” apart- 
ment in the building is equipped with 
York room coolers. 


Mr. Francis states that the com- 
pany is careful not to place the 
smaller size coolers in large rooms. 

“The other day one of our sales- 
men came in with an order for a 
Model 60 (%4-hp.) unit and a check 
for the entire amount. Naturally he 
wanted us to take the deal. 

“We got in touch with the cus- 
tomer and explained to him that the 
unit would not give him the degree 
of comfort to which he was entitled 
in buying an air-conditioning unit. 

“The customer finally said, ‘If you 
are satisfied the small unit will not 
do the job I will give you a check 
for the difference and you can install 
the %-hp. machine.’ 

“If we had accepted the sale on a 
unit that was too small it would have 
caused dissatisfaction and no doubt 
we would have had to take it back.” 


Installations In May 
Set Chicago Record 


CHICAGO — New all-time high 
record of 77 central-plant type air- 
conditioning systems was established 
here in May, Commonwealth Edison 
Co. records show. Previous high 
mark was set in May, 1937, when 73 
contracts were closed. 

May central-station systems sold 
this year totaled 829 hp., against 
1,319 in May, 1937. During the 
month last year, 63 systems, totaling 
549 hp., were sold. 

Room cooler sales also shot up 
sharply during the month, a total of 
111 units being sold by Chicago 
dealers as compared with 66 in May, 
1938, an increase of 68%. 

Contracts for central-plant sys- 
tems sold during May were divided 
as follows: 
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Largest of the month’s contracts 
was for an air-conditioning system 
with a capacity of 125 hp. to be 
installed in the new general offices 


of United Air Lines at Municipal 
Airport. 
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Smoke Test In 


Kelvin. Home 


This smoke test is a popular one with visitors to the air-conditioned 
Kelvin Home in the New York World’s Fair “Town of Tomorrow.” 
Air-conditioning equipment is seen through glass windows to show its 


operation. 


Keith Saunders, head of Kelvinator’s New York organization, 


shows J. Nelson Stuart, advertising and merchandising director, how 
cigarette smoke is converted into the equivalent of a refreshing breeze. 


Room & Unitary Coolers Pushed In Cooperative 
Promotion Drive By Philadelphia Association 


PHILADELPHIA — Current pro- 
motional activities of the Air Condi- 
tioning division of the Philadelphia 
Electrical Association include a co- 
operative room cooler campaign in 
local newspapers and displays of 
unitary equipment and room coolers 
at the main and branch offices of the 
Philadelphia Electric Co. 

Two full page newspaper spreads 
are being released this month, with 
each firm in the association using 
an individual advertisement. The 
pages are dominated by an advertise- 
ment of the Philadelphia Electrical 
Association which describes the :ad- 
vantages of owning a room cooler. 

Release of advertisements are 
timed in accordance with the weather 
in order to reach the public when 
it is in the mood for considering the 
purchase of comfort producing equip- 
ment. 

Displays of air conditioners and 
self-contained unitary store coolers 
are attracting interest at the main 
office of the utility and at branches 
in Jenkintown, Ardmore, Upper 
Darby, and Germantown. Display 
space is provided in the electric com- 
pany’s showrooms and association 
members keep salesmen on duty to 
interview prospects. 

At a recent breakfast meeting of 
the Philadelphia group George E. 
Whitwell, vice president in charge 
of sales of the Philadelphia Electric 
Co., spoke on air-conditioning sales- 
manship. 

The meeting was attended by 
executives, sales engineers, engineers, 
and salesmen of all firms interested 
in air conditioning. 

Mr. Whitwell asserted that the 
air-conditioning salesman pays too 
much attention to nuts, bolts, and 
B.t.u., and not enough attention to 
the important thing—the results that 
the customer expects from the pur- 
chase of an air-conditioning system. 

Mr. Whitwell believes that the air- 
conditioning industry should embark 
on a promotional program based on 
things that the public are interested 
in—and emphasize the benefits of 
air conditioning to the consumer, 
rather than the equipment itself. 

Members of the association report- 
ed that members were in agreement 
with Mr. Whitwell’s ideas and planned 
to revise their sales presentation to 
the customer. 

Interest of the Philadelphia or- 
ganization in the possibilities inher- 
ent in the field of refrigeration stor- 
age-type air-conditioning systems 
prompted the selection of this sub- 
ject for discussion at an early 
meeting. 


The group plans to sponsor a 
discussion between one _ individual 
who understands the practical aspects 
of storage work and a prominent 
consulting engineer who has had 
experience in this work. Idea of the 
program is to present the practical 
and technical aspects of the subject. 


According to custom, the Philadel- 
phia association will hold its annual 
outing in September of this year. 
Henry McCullough was appointed 
chairman of the entertainment com- 
mittee by Chairman “Sid” Lebair. 


N. Y. Hotel Installs 
100 Room Coolers 


NEW YORK CITY — Summer 
visitors to the Hotel Pennsylvania 
will be protected from the city’s 
heat and humidity by 100 portable 
Frigidaire room coolers which have 
recently been installed in guest 
rooms. 

Individual controls on each unit 
permit the guest to maintain the 
temperature and humidity in the 
room at a predetermined level, and 
when desired the room temperature 
can be lowered 15° under that of the 
outside air. 

Each unit is a complete air-condi- 
tioning system in itself, drawing its 
air supply from the outside through 
special duct connections. In addi- 
tion to cooling, the units provide 
filtration, dehumidification, and circu- 
lation of the air within the room. 


Carrier Factory Sales 
Ahead of 1938 


SYRACUSE, N. Y.—Factory sales 
of Carrier air-conditioning and refrig- 
eration equipment in March, April, 
and May were 17%% higher than 
those in the same months of 1938, 
reports President J. I. Lyle. Much 
of the increase has come from large 
scale industrial installations, he said. 

Cloud Wampler of Stern, W®mp- 
ler & Co., Chicago, has been elected 
chairman of the finance committee 
of the corporation. 


Macy Handles Pleasantaire 


NEW YORK CITY—R. H. Macy 
Inc., department store, this year 
handling Pleasantaire room coolers 
exclusively. Demonstration rooms 
for showing the equipment have bee? 
set up. 
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SOMETHING TO 


Ky the major appliance field good salesmen 
are always alert for something to sell. Since 
their incomes are derived from sales, they 
are constantly on the lookout for new 


sources of revenue. 


Old “lines” fade out on them. Competition 
becomes keen, service grows to be a problem, 
trade-ins reduce commissions, cut prices enter 


the picture—and they look for something new. 


In considering “new lines” they are cautious, 
inquisitive. Naturally, for from experience 
they have learned much of the ins and outs 


of specialty selling. 


Some of the things they want to know are: 
Is the merchandise right from the standpoint 
of construction and = service requirements? 
Does it have public acceptance or can it he 


created at reasonable cost? Is the price right? 


Briefly, it is salable? 


Air CONDITIONING offers the kind of 
“new line” for which these salesmen look. 
“Package units’—of the plug-in type and 
ranging in size from % hp. up to 5 tons— 
form the answer—for here is something they 


readily understand. 


With a broader range of capacities and prices 
to meet the needs of millions, unitary air 
conditioners offer the type of opportunity 


major appliance salesmen appreciate. 


In this “new line” with window-type coolers 
as low as $150 and store and office type 
coolers running up to $1,500, he visualizes 
from his own experience a large group of 
“live” prospects which will mean_ attractive 


Commissions for him. 


Air Conditioning 
NEEDS 


SALESMANSHIP 


Here is a_ price range in which he_ is 


accustomed to dealing. 


He sold a_ refrigerator to Mrs. X, and later 
sold her a range, and later still a stoker. 
Her time payments are just about completed 
on these items and he knows he can now sell 
her a room cooler if the price is only $150 


or a little more. 


Those restaurants to whom he has sold 
commercial refrigeration during the past 
several years are now prospects for unitary 


And he has the “in”—because he 


sold them before and he knows them. 


coolers. 


Orn his sales of air-conditioning equipment 
he knows he will not have to worry about 


trade-ins. 


SELL 


Trade-ins have cut into his commissions on 
many sales in the past and he would like 


to get away from that. 


So air-conditioning units look mighty good 


to him from the standpoint of salability. 


In considering the market as a whole, air 
conditioning is largely sold through one of 


two channels: 


1. Large installations sold through 
contracting firms who bid on_ the 


jobs submitted to them. 


2. Specialty selling organizations who 
do their own creative selling and 


installing. 


F ROM the viewpoint of the specialty 
selling organization, air conditioning offers 


a tremendous potential market. 


Salesmen of this type realize immediately 
that there are more bedrooms in America 
than there are Merchandise Marts, that there 
are more restaurants than Radio Cities, and 
they realize the possibility of commissions 


in the sale of package units. 


From the viewpoint of the manufacturer, 
these distributors, dealers, and salesmen with 
a solid background of specialty — selling 


experience offer extremely attractive outlets. 


These salesmen learn about new things 
through Ai Conpitioninc & REFRIGERATION 
News. Reading the News regularly is a part 
of their business. They read the advertise- 
ments and they are looking for something 
to sell. Manufacturers desiring to reach 
them may well consider an _ advertising 


schedule in the News. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry’’ 
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Chattanooga Dealers Wonder How Long City Will Stay Out of Appliance Selling 


Change he | Attitude 
On Part of Power 
Board Is Observed 


By Phil B. Redeker & Robert Price 


Household’ electric _—irefrigerator 
sales and sales of other major appli- 
ances were good for dealers in 
Chattanooga in the early spring ‘of 
this year. And with the utility going 
out of the merchandising picture (to 
be superseded by a municipal power 
board selling TVA power, if, as, and 
when Congress gets around to voting 
money for the purchase of the 
Tennessee Electric Power Co. prop- 
erties), the dealer’s situation ought 
to appear brighter and brighter. 

But the TVA-utility deal hasn’t 
made such a rosy picture for the 
dealers as you might be led to be- 
lieve without talking with the dealers. 

One of the first headaches has 
been that many prospects, especially 
those for electric ranges, have been 
convinced that there would be a 
phenomenal reduction in_ electric 
rates once they were being served 
with TVA power, and consequently 
they are delaying their purchase. 
Another reason for their delay is 
that they apparently are convinced 
that the municipal power board 
is going to lop off any wiring 
charges, although there has been no 
official assurance of this. (The board 


_ 
added to the confusion by releasing 


a statement that ranges would be 
wired free, then later rescinded it.) 


Second fly in the ointment is the 
threat that the municipal power 
board may step in and merchandise 
major appliances, which the dealers 
generally seem to feel would be 
much tougher competition than that 
offered by the private utility, and 
which would certainly tend to lower 
prices and reduce profit margins. 


Although the dealers have been 
assured, through superintendent S. F. 
Finley of the power board, that the 
municipal power authority has no 
intention to merchandise electrical 
appliances, it is well to note that Mr. 
Finley made some reservations in 
his statement, namely, that the 
power board wouldn’t merchandise 
“at least for a year,” (but perhaps 
after that—?), and the further state- 
ment that “if the independent dealers 
don’t do a good job, we’re not clos- 
ing the door all the way to getting 
into the merchandising field.” 


And there have been some other 
indications that the power board is 
not exactly “including itself out” of 
the merchandising field. 


Dealers Aided Drive For 
TVA Power, Now Ignored 


L. B. Freedman, manager of the 
Modern Electric Appliance Co., won- 
ders if the dealers weren’t “taken 
in” by proponents of the municipally 


Where Staff Members Traveled To Get First-Hand Information 
For This Series of Dealer Surveys 
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Traced on the above map is the 
route taken (starting point, Detroit) 
by Managing Editor Phil B. Redeker 
and Staff Writer Robert Price in 
their trip covering more than 6,000 
miles during which they interviewed 
dealers and distributors for a series 


of articles on field merchandising 
methods and problems. One of this 
series of articles is published on this 
page. The trip was made by auto- 
mobile and took six weeks to com- 
plete. At Atlanta the duo split up 
(as indicated by the single lines), 


Price going into North Carolina and 
Redeker up through Tennessee. As 
extended as was this trip, it repre- 
sents only a part of the traveling 
by the editorial staff to obtain first- 
hand information for readers of the 
News. 


owned TVA power distribution plan. 

It seems that the original appro- 
priation asked for the purchase of 
the private utility properties in 
Chattanooga and the establishment 
of the power board, etc., was some- 
what between 11 and 12 millions of 
dollars. 

However, according to Mr. Free- 
man, the power board group came to 
the dealers and asked their support 
for an added appropriation of a 
couple of millions more, to give the 
municipal authority ‘the right to 
promote the sale of electrical appli- 
ances.” 

So the appliance dealers in Chat- 
tanooga threw together a committee 
which got behind this plan, believing 
that the “promotion of the sale of 
electrical appliances” would mean 
that the power board would help 
promote, but not sell, appliances. 

The extra appropriation was 
granted, but once it was, says the 


dealer, the power board suddenly 
began to ignore the dealers. To Mr. 
Freedman this attitude has an 


ominous portent, and he thinks that 
there is further evidence that the 
power board may have some ideas 
about merchandising appliances in 
the loophole which was left in Mr. 
Finley’s statement. 

Mr. Freedman operates a_ store 
that is strictly an appliance store, 
and most of his competition comes 


from the furniture stores which 
line Chattanooga’s main _ business 
thoroughfare. 


To meet the competition of the 
furniture. stores, whose big weapons 
are their flexible terms, Mr. Freed- 
man has three major arguments: 

(1) To the prospects: “You buy 
jewelry in a jewelry store, it is only 
natural that you buy appliances in 
an appliance store—a place that 
specializes in such merchandise.” 

(2) Most furniture store time- 
payment contracts are written so 
that if a repossession becomes nec- 
essary, everything that the furniture 


Pe Pee 


store may have sold a man (furni- 
ture, fixtures, etc. in addition to the 
appliance) will be repossessed. The 
appliance store will repossess the ap- 
pliance only. 

(3) The appliance store (Mr. 
Freedman’s, at least) offers 24-hour 
service by a real, competent, service 
department, not by part-time me- 
chanics or men who are primarily 
interested in radio repair work. 


New Distributor Beats 
“38 Total In 4 Months 


Fowler Bros. Co., which operates 
a number of home furnishing stores 
throughout the Southeast, _ sells 
Westinghouse at both wholesale and 
retail in Chattanooga. 

Business through the first third of 
the year was well ahead in both the 
retail and wholesale divisions, re- 
ported Frank Moore, manager of ap- 
pliance sales, and B. O. Kristoff, 
wholesale salesman. 

Fowler Bros. is the new distributor 
for Westinghouse in the territory 
this year, and Mr. Moore claims that 
in four months the distributorship 
has sold more Westinghouse refrig- 
erators than the former distributor 
sold in the entire year. Approxi- 
mately 300 boxes were sold in the 
distributor’s area in April alone. 

In the smaller towns in the terri- 
tory the refrigerator business was 
the best it had been in many years, 
declared Mr. Kristoff. 

In its main Chattanooga store, 
Fowler Bros. Co. has set up a model 
all-electric kitchen, full scale, to 
demonstrate its advantages to both 
dealers and consumers. 


Sterchi ‘Challenges’ 
For Comparative Tests 


The Sterchi store in Chattanooga 
(one of 88 throughout the South) 
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reported good business on major ap- 
pliances’ throughout the _ spring, 
March and April in particular being 
far ahead of 1938 figures, and ranges 
showing a little better improvement 
than refrigerators. 


A consistent promotion program is 
part of the Sterchi plan. Spot radio 
broadcasts are used every day on ap- 
pliances, and newspaper advertising 
twice a week. 

One other phase of the Chatta- 
nooga Sterchi store’s sales tactics is 
somewhat unusual, namely, the offer 
to hurl a challenge for a “com 
parative test” on ice making capac- 
ity, running time, etc., for the line 
which Sterchi handles against a com- 
paratively sized model of another 
make in which a prospect may seem 
quite interested. Nothing usually 
comes of the idea of a challenge, but 
it does seem to impress some pros 
pects. 


Jones Said Utility 


Helped Dealers 


Burton Jones of the Rhode -Jones 
furniture store declared that while 
business in general had been pretty 
good, the uncertainty over who would 
be distributing electric power ™ 
Chattanooga had a deterrent effect 
upon appliance sales, he believed. 

“They're having a time working 
out the details of the plan {0 
municipal power—-who’s going t0° run 
the thing, etc.,” the furniture store 
owner declared. “Sometimes | Wo 
der if they don’t plan to bring Mrs 
Roosevelt down here to run it, they™ 
having so many plans worked 0M 
for it. 

“The Tennessee Electric Power © 
performed a number of services f 
the dealers which apparently aren 
going to be replaced. For example 
they had a service department tha 
would answer calls at a reason@ e 
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Nashville Market Is Sharply Divided By 
Income Classes & Dealers Use Widely 


Divergent Methods 


(Concluded from Page 8, Column 5) 
rate from any user of appliances on 
their lines. This service was highly 
advertised, and it took the burden 
off of some dealerships, particularly 
furniture stores, of maintaining: a 
service department. But it looks like 
we'll have that problem on our hands 
now.” 

Replying to a comment that many 
of the people who came into the fur- 
niture store seemed to be relatively 
young women, Mr. Jones explained 
that Chattanooga is a knitting mill 
town, and that the mills employ vast 
numbers of girls and young women. 

Many of these girls get married, 
and continue working. Others band 
together and live in twos and threes. 
In either instance, they are good 
prospects for home furnishings. 

It might seem as though some 
special kind of “trick promotions” 
might be used to reach this type of 
prospect, but Mr. Jones says that 
the furniture store depends for the 
main part upon straight newspaper 
and radio advertising programs to 
create the store traffic that will mean 


sales. 

Newspaper advertising is particu- 
larly used, because Chattanooga is 
what anyone connected with the 
newspaper business would call “a 
good newspaper town’’—that is, the 
newspapers are lively and_ well- 
edited. With a population of only 
around 150,000 Chattanooga has 
three very good daily papers. One 
of them is operated by the Ochs 
interests, the people who control the 
New York Times, and looks like the 
Times in a slightly condensed version. 


That publication advertising pays 
is attested to by the people that 
stream into the store and refer to 
some particular item mentioned in 
the advertisement, Mr. Jones says. 

It might also seem that extended 
terms would be used to create an 
appeal among such customers, but 
Mr. Jones declares that the store 
although carrying its own paper, is 
almost adamant about a top limit of 
18 months on terms. If a person 
can't arrange to pay for an item in 
18 months, Mr. Jones feels he isn’t a 
particularly good risk. 


Nashville 


In Nashville one gets sharply the 
impression that an observer gets 
while traveling through the South— 
that in its major cities, at least, the 
South is enjoying something of a 
boom, 

The relative potency of this boom 
varies, of course, from city to city, 
but it is rather noticeable in Ten- 
nessee’s capital. 

It is only fair to note that Nash- 
ville has always been a progressive 
city, and a good market for consumer 
g00ds. Residents like to call it the 
“educational capital” of the United 
States, because no less than 32 
universities and colleges are said to 
have their campuses in or near Nash- 
ville. 

This, of course, means that there 
are a great number of teachers and 
others engaged in academic life who 
reside in Nashville, and in addition 
there are the many ‘white collar” 
State empolyes. Such a group has 
naturally made a good market for 
major appliances, but at present it is 
fairly well saturated, and on refrig- 
erators has turned into something of 
4 replacement market. 

But industry, said to be drawn by 
the climate, cheap power, and a 
friendly labor situation, is moving 
into the Nashville area. Goodrich 
Rubber Co., the General Shoe Co., 
and E. I, du Pont de Nemours have 
all buili or are building large plants 


Mor near Nashville. 


Hatfield’s Men Go 
After the Well-To-Do 


; One of the best-directed dealer 

seerations that you might ever run 

cross 's that of Electric Appliances, 

Ne., Frigidaire dealership. 

ae Say “best-directed” because 
men who manage the operation 


Set out with one purpose in mind— | siderable amount of information | 
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To Sell Each Group 


to sell to the high-income type of 
prospect—and have’ succeeded in 
their purpose. 

The store employs 15 men working 
under the direction of Roy S. Hat- 
field. The commercial refrigeration 
activities are supervised by J. L. 
Fahey, who might qualify for being 
the mechanical refrigeration sales- 
man with the record for the longest 
continuous service in selling electric 
refrigeration. He’s been in _ the 
game since 1920. 


$230-PER-SALE 


These salesmen work the “high- 
rent” districts only. This would be 
quickly demonstrated by a glance at 
the store’s record, which shows that 
for last year the average price on 
refrigerators sold was $230 per unit, 
and for ranges, $160 per unit. 

There seems to be about four 
general reasons why this plan of 
sales activity has met with success: 

1. The highest type of salesmen 
are employed, either men with a 
great deal of experience in appliance 
sales work, or men who have sold 
high-priced merchandise of some 
sort. 

2. As explained previously, much 
of the Nashville market is in the 
medium or high-income ‘white col- 
lar’ group. 

3. There is little competition, since 
the ordinary dealer and salesman is 
afraid to tackle this type of prospect. 

4. The salesmen are backed up by 


motion methods. 


HOW THEY ADVERTISE 


Newspaper and radio advertising 
is used, but Mr. Hatfield really goes 
to town with more intensified promo- 
tion efforts such as direct-mail cam- 
paigns to selected prospects, sent 
out in batches of 500 and a series of 
three pieces, more or less personal- 
ized. A_ series of movie trailers 
which run for 13 weeks in each 
theater are being used in outlying 
theaters in good residential districts. 


six theaters. 


Some 35% of Deals 


Involve Trade-Ins 


There is one fly in the ointment 
which follows naturally out of the 
type of market which Mr. Hatfield’s 


firm’s deals on electric refrigerators, 
and possibly more, will involve 
trade-ins. 

“We will resell only those used 


Mr. Hatfield. “And this factor makes 
it kind of tough for us to get our 
money out of a trade-in deal.” 
The manager of the Nashville 
dealership thinks that the problem 
is one to which the manufacturers 
should begin to give considerable 
attention, before it gets out of hand. 
Business for the dealership this 
year has been “better than was 
expected,” says Mr. Hatfield. In 
addition to refrigerators and ranges, 
the firm is finding good going in 
stokers, for which Nashville, which 
gets soft coal very cheaply, is quite 
a good market. There was a total 
of 1,100 stokers sold in Nashville in 
1937, and 1,050 in 1938. 


or top this figure, it is expected. 


Young and Blonde, She 


Runs a Dealership 


Tennessee Valley Appliances, Norge 
dealership, is managed by a blonde 
and personable young woman by 
the name of Mrs. Lucarini. Although 
a young woman, Mrs. Lucarini is 
something of a veteran in the appli- 
ance business, starting in the game 
nearly a decade ago as the secretary 
to a district manager for one of the 
major manufacturers. 

In that job she learned about all 
she needed to know about the “paper 
work” of running an appliance busi- 
ness, and she also picked up a con- 


This year | 
the total stoker sales should equal | 


smart sales direction and smart pro- | 


And in the fall of the year Mr. Hat- | 
field is planning to put on demonstra- | 
tions of modern kitchens in at least | 


trade-in | 


organization reaches—the 
problem. This year Mr. Hatfield 
believes that at least 35% of the 


boxes which we can guarantee,” says | 


about the sales tricks, so that she 
was ready for her present job when 
the opportunity presented itself. 


Her Floor Selling Big 
Aid To Salesmen 


In addition to running the office 
and keeping the books, Mrs. Lucarini 
is a great aid in floor selling. 

“If Mrs. Lucarini has talked to a 
prospect first, about all we have to 
do is ask for the order when the 
prospect is turned over to us,” 
comments C. P. Means, one of the 
store’s salesmen. “She certainly 
sets them up for us.” 


From what we could learn, Mrs. 
Lucarini apparently startles and 
impresses both men and women with 
her knowledge about the merchan- 
dise, and in the case of the male 
prospect, her attractive appearance 
probably doesn’t hurt the store’s 
chances of making the sale. 


FEWER & BETTER SALESMEN 


Last year Tennessee Valley Appli- 
ances employed 15 salesmen, this 
year only four, and the store is 
getting better results, Mrs. Lucarini 
claims. 


“You can do more with a small, 
hard-hitting force, than with a big 
group, most of whom are floaters, 
and for whom you have to do about 
the whole job anyway,” she ex- 
plained. “With our small force we 
keep only one man on the floor be- 
sides myself, and we have found 
that enough.” 

Both Mrs. Lucarini and Mr. Means 
state that the present market is one 
of bargain hunters, and that means 
must be employed to at least attract 


the initial interest of such prospects. 
One stunt the store tried this year 
was to run a Classified advertisement 
offering a rather new refrigerator 
“for the balance of a time payment 
contract’”—an old and _ legitimate 
trick, but apparently still effective, 
for the store got 65 good prospect 
names from the inrush of phone 
calls that followed the advertisement. 


Tennesee Maytag Bans 
‘Closed Territory’ 


Tennessee Maytag Co. is a large 
appliance shop which handles a 
number of lines of equipment, and 
which employs a considerable number 
of salesmen. In its handling of 
salesmen the company has adopted 
a new policy this year—it has 
abandoned the policy of giving 
“closed territories” to its outside 
salesmen. 


“Do competitors respect closed 
territories?” the store manager 
asked. “We just can’t afford to 
restrict ourselves in such a way 
when the competition is so tough.” 

Other things wrong with the 
closed territory idea, according to 
the store manager, were that in 
some cases it “sewed up” a good 
salesman in a bad territory, or a 
bad salesman in a good territory, 
and that friends or relatives of a 
salesman whom he might sell easily 
were often in some other fellow’s 
territory. 


USERS ‘SOFTEN UP’ 


The Tennessee Maytag Co. has a 
very ‘flexible’ range of term pay- 
ments on its appliances, particularly 
for low-income customers. 


_ but not the right build 


for a sprinter @. 


An electric motor may be well made and 
well constructed, but it is a misfit unless it is 
designed for the particular job. That’s com- 
mon sense, because the power requirements 
for different types of appliances vary just as 
do the muscular requirements for different 


sports. One appliance runs almost continu- 


ously with a light starting load, another runs 
intermittently but with a heavy starting load 


—and so forth. 


On Delco-powered air conditioners, refriger- 
oil 
stokers, you will find the Delco motor that is 


ators, washers, ironers, 


DELCO fib 


GENERAL 


DIVISION OF 


The | a great deal.” 


store manager explained the reason 
for this: 


“Have you tried to play baseball 
recently, after not having played 
once or twice in the past several 
years? What happens? Your hands 
are tender, you get sprains and 
bruises, your back aches. 


“The same thing happens to a 
woman that buys, let us say, a 
washing machine. She gets soft, and 
after having the washer a while, she 
dreads the thought of having to go 
back to the washboard. The same 
things is true, though perhaps to a 
lesser degree, in the case of a range 
and a refrigerator. 

“That’s why we feel we can afford 
to sell an appliance for little or no 
down payment—once the user gets 
the taste of it, he or she will put up 
a fight to keep it.” 


6-cu. ft. ‘Specials’ 
Haven’t Helped 


Mayfair Furniture Co. has three 
stores in the Nashville area, selling 
appliances along with other home 


furnishings. The company does not 
make use of an “outside” selling 
force. 


“Removal of the utility from the 
merchandising picture is helping us,” 
declared S. R. Shumlock, manager 
at one of the stores, but we’re still 
finding the mail-order houses pretty 
tough. 

“We handle what we think are the 
best-known and best-advertised lines, 
finding that this is the best argu- 
ment against mail-order appliances. 
The 6-cu. ft. ‘specials’ which the 
manufacturers put out haven’t helped 


AY 


best suited for that appliance—a motor 
possessing the proper electrical and mechani- 


cal characteristics. This is a point that can be 


burners or 


2 


ot LCo 


DAYTON, OHIO 


used in selling, because it is an important 
factor in assuring the long, satisfactory serv- 
ice provided by Delco-powered appliances. 


MOTORS 


MOTORS CORPORATION 
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Fair Warning 


OUSING is now said to be 

the nation’s number one 
problem. The construction indus- 
try is in a hopeless logjam; until 
this jam is broken up, economists 
doubt if that recovery in capital 
goods production upon which 
general economic recovery depends 
can ever come. 


The future of the air-condition- 
ing business lies, in good part, in 
the revival of construction. So, 
to a large extent, does the future 
of the appliance business. It well 
behooves refrigeration and air- 
conditioning executives, then, to 
study the construction industry, to 
become fully aware of the forces 
which have effectively hamstrung 
it, and to take steps to avoid 
becoming further tangled in the 
same mess. 


TNEC Making Studies 
Of Construction Industry 


At present, members of the 
Temporary National Economic 
Commission are making studies of 
the construction industry prelimi- 
nary to investigation. 


And members of that Commis- 
sion, such as Senator O’Mahoney 
(chairman) and Leon Henderson 


frankly that the _ construction 
industry has become involved in 
practices which might deserve the 
labels, ‘‘monopolistic,” and “racke- 
teering.” 


Labor Unions Plus Collusion 
Keep Building Costs High 


Questionable practices in con- 
struction are said to come especi- 
ally from two groups: 

(1) Labor unions, which have 
raised hourly rates out of sight 
and which have prevented new 
men from practicing their trades. 


(2) Suppliers and contractors, 
some of whom enter into collusive 
practices to keep prices high, to 
keep new methods and new 
materials out, and to prevent new 
companies from entering the field. 


Already the air-conditioning 
industry has had more than a 
taste of such artificial controls. 
In Chicago, for example, it is said 
that certain unions are powerful 
enough to dictate as to installa- 


tion practices. Air-conditioning 
distributors over there are even 
afraid to talk about the set-up; 
they simply have to accept it and 
say nothing, if they want to do 
business, it would seem. 


National Association Gives 
Clue To Future Possibilities 


Even some of the nation-wide 
associations—which surely must 
be considered “legitimate” and 
on a high ethical plane—give 
revealing clues to the manner in 
which the minds of some of their 
circles work. For example, in 
the June 7 issue of the NEws, in 
the report of the annual conven- 
tion of the Heating, Piping & Air 
Conditioning Contractors’ Na- 
tional Association, the following 
statement was made: 


“The Committee on Air Condi- 
tioning, like your board of direc- 
tors and your Committee on Trade 
Promotion, takes as its basic 
premise the proposition that the 
contractor in this industry is the 
logical final outlet for comfort 
producing apparatus used in this 
industry.” 


The committee report further 
declared that “We have not be- 
lieved that the unit air conditioner 
was the solution to many of our 
problems.” And, as a climax, 
another committee proposed to 
revise the Joint Industry Air- 
Conditioning and _ Refrigeration 
Code, which is being accepted by 
the American Standards Associa- 
tion! 


What's the Matter With 
The Construction Business 


Perhaps such statements must 
be deemed as entirely innocent 
expressions of natural prejudice 
in favor of their own way of 
doing things. Certainly they have 
every right to so express them- 
selves. But let us examine such 
expressions in the light of condi- 
tions now prevailing in the 
construction industry. 


First of all, everyone admits the 
need for a vast increase in the 
nation’s construction activities, 
particularly in low-cost housing. 
It also is freely admitted that the 


_ principal obstacle in the way of 


this needed expansion is high 
prices. 


It is further declared that the 
high prices result from high 
charges for union labor, outland- 
ish restrictions on the use of that 
labor, and on high material prices. 
It is charged by some that high 
material prices result from collu- 


. ‘ | sion on the part of contractors 
(executive secretary) will tell you | 


and dealers. 


Speaking before the Yale-Life 
Conference on House Building 
Technics, Richmond H. Shreve 
(architect) declared: 

“In the United States there are 
now devices reducing labor cost 


ready for mass production whose 
makers fear to market them, appre- 


| hending opposition to their whole 


line of products. We find a refusal 
on the part of Labor to plaster walls 
of spaces unless the ceilings are also 
plastered, thus imposing on _ the 
Owner and Builder the additional 
cost of plastering ceilings which can 
as well be executed in concrete cast 
in smooth forms and painted. 


“We find a limited number of 
mechanics available by virtue of the 
refusal to admit more mechanics to 
the organized trades, a _ limited 
amount of work permitted to be 
done in the course of a day’s work, 
a limited accomplishment, as in the 
painting field, by prohibition of the 
sprayer and by restriction of the 
size of brushes to the smaller dimen- 
sions. 


“We find conflict between Labor 
organizations by which manufac- 
turers meeting all requirements of 
one labor organization and of the 
National Labor Relations Board are 
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unable to deliver their manufactured 
articles for placing in connection 
with building operations controlled 
by the opposition labor group.” 
Speaking before the Building 
Officials Conference of America 
(meeting in Detroit) Robert 
Knight, deputy commissioner of 
buildings for Chicago, declared 
that “high inflexible labor costs 
and rackets, and combinations in 
restraint of trade among material 
suppliers, keep building costs up.” 


For a thorough delineation of 
the manner in which contractors, 
suppliers, and labor unions are 
keeping construction costs high, 
the reader is referred to John T. 
Flynn’s article, “Why Rent Is 
High,” in the June 17 issue of 
Collier’s. 


How Construction Rackets 
Operate Through Boycotts 


Mr. Flynn points out that in 
spite of the fact that the country 
is now short 2,000,000 dwelling 
units, the construction industry 
is now doing less than half the 
dollar volume it did in 1938 (when 
costs were lower). This does not 
mean that the construction people 
are starving—they have taken the 
available business and parceled 
it out among fewer and fewer 
people. 


How construction rackets are 
operated Mr. Flynn describes as 


follows, in telling about’ the 
“Institute” in Florida: 
“The technique is simple. The 


retailer who will not join is boycotted 
and cannot buy from. established 
manufacturers. The manufacturers 
who will not comply with this prac- 
tice are boycotted. Independent 
dealers and contractors on one side 
and manufacturers on the other were 
caught in the compulsion set-up by 
the Institute.” 


Subcontractors Get Together 
To Prevent Competition 


After showing how the labor 
unions have progressively raised 
wages as business diminished, 
thereby further diminishing busi- 
ness and causing still more wage 
boosts ad infinitum, Mr. Flynn 
states: 


“In many places and in many 
trades—though not everywhere— 
the subcontractors are united under 
codes, some of them holding over 
from the old NRA days. The object 
of some of these groups is to control 
the prices of jobs. Subcontractors 
are supposed to bid on jobs offered 
to them, the work going to the lowest 
bidder. But in such groups the sub- 


contractors send their bids, not to 
the contractor, but to the office of 
the code authority or to the ‘club.’ 
There the proper officials decide who 
should get the job, then the bids are 
fixed up to make that person the 
lowest bidder and proper price is 
assured him. 


“There are collusive agreements 
found between subcontractors, labor 
leaders, and materials men that in 
certain instances make great addi- 
tions to the cost of building.’ 

Thus it becomes apparent that 
high costs in construction can’t 
be blamed entirely on the unions. 
In fact, there is much evidence to 
support the view that businessmen 
have used the unions to abet 
price-fixing practices. 


Industry Didn’t Know What 
It Was Getting Into 


When the air-conditioning in- 
dustry was getting its start, it 
was assumed. that the simplest 
and cheapest way of getting dis- 
tribution would be through exist- 
ing channels. 


Executives are now finding that 
instead of being simple, such 
distribution is complex and 
confused; and instead of being 
cheap, it is organized from top to 
bottom with the idea of keeping 
prices as high as possible. 


What’s more, they control the 
business at the outlet end so 
effectively that manufacturers 
and suppliers often must deal 
with them on their own terms, and 
sit helplessly back while artificially 
maintained price levels prevent 
volume from rising. 


Air Conditioning Should Get 
Out of This Mess 


Anyone who looks at the con- 
struction industry can see that 
air conditioning should want no 
part of this mess. At whatever 
cost, the air-conditioning industry 
should maintain its own standards, 
its own prices, its own personnel, 
and its own development. 


Hook-ups with certain unions 
and with the construction industry 
keep volume low by keeping costs 
high, and prevent progress. By 
working more and more through 
independent business men, special- 
ized air-conditioning dealers, and 
by putting more and more instal- 
lation into the product, the air- 
conditioning industry can _ steer 
clear of the construction industry’s 
logjam, and can keep open for the 
future the channels of progress. 
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LETTERS 


User Wants To Service 


His Own Unit 


mR. FF. D. No. 1 
Union, N. J. 
Subscription Manager: 

I would like to ask you a question 
or two here, and will you please be 
kind enough to answer it or refer it 
to the right party? The following is 
my question: If I buy two books, 
such as the Household Refrigeration 
Master Service Manuals Nos. 3 and 4, 
will they help me fully and most 
completely in putting my _ Servel 
refrigerator in a first-class working 
condition? My Servel refrigerator is 
a model SE-5 No. 6593 with R-10 D 
unit No. 75809. 


How can I put 1 Ib. of methyl 
chloride in it? How do I go about 
it and where do I buy it? I want 
to tell you one thing—that I want 
to do this job all by myself, and want 
to do it so that it will not cost me 
anything for labor of a refrigerator 
man. 

I already have disconnected the 
whole complete unit, and the part 
that does the cooling or freezing 
inside of the ice box or refrigerator 
is in three separate parts now. I've 
disconnected them for servicing s0 
it can be easily worked on. Do not 
refer me to any refrigerator man. 
Because no one wants to work on it. 
It seems to me that they are all 
afraid of something. I do not know 
just what. 

There isn’t a thing that I couldn't 
fix as long as I get the knowledge of 
it. My compressor unit is perfect. 
I say so because I can’t hold my 
finger over the copper tubings when 
disconnected and motor is running, 
as it blows with pressure so that my 
fingers can’t hold the air in. Now 
what do you think about that? 
Would you say that it is no good 
or what? 

I want to put my Servel in working 
condition for satisfactory service and 
who ever will reply to this letter, ! 
would ask him to give me all infor 
mation in detail besides what ! can 
learn from Manuals Nos. 3 and 4 

So please give this letter very full 
consideration and give answers to all 
questions that are on both sides of 
this letter and as soon as this is done 
I will order some of the refrigeration 
books for my good as I need them. 
I am very anxious to hear as soon 
as possible. 

In case you cannot answer the 
letter, will you please refer it to 4 
place which can or if not return it t 
me, but I would rather have a reply ' 


| it in full, if it is possible, from you 


JOHN SoKAisK! 


Answer: In Household Manual N° 
2, you will find detailed instruction 
regarding all of the principal instal- 
lation and service operations on ea¢ 
of the fundamental types of equir 
ment. This includes such operation 
as “Adding refrigeratants to 1¥ 
sides,” “Adding oil to compress 
“Pumping all refrigerant from co” 
densing unit into refrigerant cyli™ 
der,” etc. 

However, you should be warneé 
that there are a great many matter 
which should be thoroughly unde™ 

(Concluded on Page 11, Column ») 
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LETTERS AND ANSWERS 


(Concluded from Page 10, Column 5) 

anyone attempting to handle 
ae 7 this kind. In particular, 
jease note that there is considerable 
danger involved in the handling of 
refrigerants, and any error may re- 
sult in serious injury to yourself and 
possible later hazards to other mem- 
pers of your family. 


There Are Refugees 
Here, Too, It Seems 


1120 W. Lafayette St. 
Ottawa, Illinois 
Editor: 

Have just read, in the current issue 
of the News, the series of letters on 
the case of Alfred Reischfeld, refrig- 
eration refugee from Vienna. 

There is no doubt in my mind that 
Mr. Reischfeld is deserving of help, 
and it is most admirable of your 
publication and the manufacturers to 
render that help. However, there is 
another type of refrigeration refugee 
in the United States today. As a 
member of this class, I beg your 
indulgence while I state my case. 

I have been interested in refrigera- 
tion and air conditioning for a long 
time. It is a fascinating field, and 
before many years will make the 
automobile industry take one of its 
own back seats. For these reasons, 
it is my ambition to become a part 
of this miracle which is slowly but 
surely revolutionizing our daily lives. 
How important a part it will be, 
depends, of course, upon myself. 

To achieve this end, two qualifica- 
tions are necessary, knowledge and 
experience. There are other starters, 
like political influence and rich uncles, 
ete, but they are not natural assets 
and will not keep a man on the pay- 
roll if he can’t produce. I went after 
the knowledge by necessarily giving 
up my “blind alley” job and enrolling 
in the Refrigeration & Air Condition- 
ing Institute in Chicago. This train- 
ing gave me a thorough understand- 
ing of the theory and fundamentals 
of this science, including heating and 
ventilating. Besides much practical 
work on all types of equipment. 

But getting the experience is an- 
other thing. I have written many 
letters and made many personal con- 
tacts since graduating. Most of the 
firms didn’t need anyone, but some 
of them would have taken me if I 
had field experience. How am I 
going to get experience until someone 
gives me a job? I realize the general 
weather and business conditions have 
been bad, but it seems to me that 
any progressive firm should be look- 
ing ahead and be willing to train a 
man with such a background as I 
have for inevitable need in the not 
too distant future. 

A man may have a brand new set 
of tires on his car, but he carries a 
Spare because it’s a small investment, 
and he won’t be stranded if he picks 
up a nail in the road. I would be a 
small investment, because all I ask to 
start is enough to pay living ex- 
penses. And the time may come, 
when refrigeration and air condition- 
ing will need trained and experienced 
men in a hurry. If, by that time, we 
have been forced into some other line 
of endeavor, we may not feel that 
it is wise to change. 

_ Tam 31 years old, in perfect health, 
intelligent, and ambitious. My ap- 
pearance is neat and my personality 
Pleasing. I can furnish references on 
character from the local banker, 
business and professional men. And 


a complete personnel record from the 
institute as to my qualifications in 
that line. And I am free to travel 
and work anywhere on the globe— 
except Germany! 

Perhaps my failure to get started 
is due to a fault or faults in my 
makeup which I cannot see. How- 
ever, in one of the countless factory, 
distributor, or dealer organizations in 
the country there must be a _ spot 
where I can get a foothold in this 
growing industry and the chance to 
prove that I can be an asset to my 
employer. 

Since becoming a regular subscriber 
to AIR CONDITIONING & REFRIGERATION 
News, I have grown to look upon it 
as the voice and inspiration of the 
industry. Along with all the other 
good you are doing, perhaps you can 
give me some advice and help. I 
assure you that it will be eternally 
appreciated. 

Many thanks for reading this letter. 

TED SCHERER 


Answer: See editorial in this issue 
and take note that there are many 
reasons why employers cannot take 
on beginners at merely “enough to 
pay living expenses,” even if they 
earnestly wanted to do so. The new 
Wages & Hours law has put a “floor 
under wages and a ceiling over 
hours,” the unions limit the number 
of apprentices, the Social Security 
law imposes restrictions on “hiring 
and firing,” etc. 

Today, many business men are 
battling for their existence and have 
largely lost their former feeling of 
responsibility and leadership in the 
development of the nation’s youth. 


Another Tent Cooler 
For Circus Fans 


353 Hamilton Ave., Trenton, N. J. 
Editor: 

After reading several articles about 
odd uses of the word “air condition- 
ing,” I came across a small circus 
wintering here in Trenton, who were 
advertising their tent as being “air 
cooled.” 

The local paper gave some publicity 
to the “tent air cooler” saying, 
“Charles Meyers of Elizabeth, N. J.” 
was the “inventor.” 

I stopped in at the circus grounds 
to see the cooler and found it to be 


a small electric motor driving a 
blower into a spray chamber with a 
small water pump circulating the 
water. The whole “cooler” was 
mounted upon an old automobile 
chassis. 

I thought you might be interested 
and like to see this so called “air 
cooler” for yourself, so enclosed you 
will find snapshots of this contrap- 
tion. FRANKLYN R. BEEMISH 


Copelands Outsell because 


they Outperform! 


Electric 
throughout the world. 


every need. 


For more than 21 years, Copeland Dependable 
refrigeration has been marketed 
Every unit is the 
Procuct of capable, aggressive engineering. 
Regardless of what your customers’ require- 
ments are, there is a Copeland unit to meet 


How Would You Go About Getting Into the Used 
Refrigerator Business In Florida? Would It Pay? 


Wadsworth & Walker, Inc. 
Advertising and Market Development 
369 Lexington Ave. New York 

Editor: 

Being in the advertising agency 
business I naturally turned to the 
American Society of Refrigerating 
Engineers for information on house- 
hold refrigerators, and they referred 
me to you as being the best posted 
man in the business. 

I have a brother who is contem- 
plating the opening of a store in 
Jacksonville or Miami, Fla., for the 
sale of used household refrigerators, 
something along the lines of the 
Audubon and _ Interborough stores 
here in New York. 

As he understands it their opera- 
tion consists of the purchase of 
finance companies’ repossessed and 
rebuilt models. These include Frigid- 
aires, Kelvinators, Norges, Westing- 
houses, and_ similar well-known 
brands; some of them 1935 and others 
1938 models. 

Could you give me any information 
as to the sources through which 
these used models are purchased? 
Are they offered at an auction by 
the various refrigerator companies or 
by the finance companies? Or is it 
simply a matter of purchasing from 
the local distributor for Westinghouse 
or Frigidaire, as the case might be? 

Do you know of any reason why 
a store selling used _ refrigerators 
should not succeed in Florida cities? 
In other words, is the tendency in 
Florida one of using ice or are elec- 
tric rates pretty high there, or is 
there some other obstacle to their 
sale? 

Presumably these stores operate on 
a retail profit of 33 to 40% of the list 
price. Have you any information on 
this point? 

Anything that you may care to give 
me in the way of information will 
be very much appreciated. At the 
same time you might send us a copy 
of your AiR CONDITIONING & REFRIGERA- 
TION NEWS. 


RALPH K. WADSWworRTH 


Answer: Your brother is likely to 
run into a number of difficulties in 
his attempt to make a paying busi- 
ness out of the sale of used household 
refrigerators in Jacksonville or Miami, 
Fla. According to the best informa- 
tion I can obtain, he’d have a hard 
time finding refrigerators to sell. 

In the first place, there aren’t 
many refrigerators repossessed by 
finance companies in Florida (income 
fluctuations—major cause of reposses- 
sions—are slight in Florida as com- 
pared with industrial sections), nor 
are there many trade-ins. Trade-ins 
are bound to increase, of course, but 
as yet they do not factor in more 
than 12 or 15% of the sales in Florida. 

In the whole state of Florida only 
9,337 household refrigerators were 
sold during the first four months of 
1939; and probably around a _ thou- 
sand used refrigerators were received 
in trade on these deals. In compari- 
son, 91,612 household refrigerators 
were sold in New York during the 
same period—roughly 10 to 1. 

Practically all dealers in Florida 
rehabilitate the used _ refrigerators 
they take in on trades, and re-sell 
them—sometimes at a profit, some- 
times at prices on which the dealer 
figures just to break even. 

If your brother could line up sev- 
eral of the leading dealers in one 
city, however, and contract to take 
and sell all their trade-ins, he might 
have something. He might sell them 
on this idea by offering to make an 
appraisal on every used refrigerator 
offered in trade. This appraisal would 
then become the accepted evaluation, 
to be quoted by all dealers—thus 
eliminating competition and concealed 
price-cutting on trade-in offers. 

In a number of cities, chiseling on 
trade-in offers has become quite a 
problem. Los Angeles and St. Louis 
are especially confused and troubled 
on this score. Furthermore, their 
annual refrigerator sales volume is 
many times higher than that of any 
Florida city. Hence they might be 
better prospective cities for your 
brother’s proposed enterprise. 

However, he can determine for him- 
self just how big a business he might 
build in Miami or Jacksonville by 
canvassing the dealers in those cities. 


Warning: Used refrigerators ought 


not be resold “as is.” They should 
be rehabilitated by trained service 
men. 

Sample copies of the last two issues 
of AtrR CONDITIONING & REFRIGERATION 
News are being forwarded to you. On 
page 1, top column of the June 7 
issue is a story which has particular 
bearing on your brother's problem. 


Wadsworth & Walker, Inc. 
369 Lexington Ave. 
New York, N. Y. 
Editor: 


I want to thank you for the very 
clear manner in which you covered 
the various aspects in selling used 
refrigerators in Florida. May I pre- 
sume on your good nature to ask 
you one more question? 

You state that my brother would 
probably not be able to pick up many 
used refrigerators in Florida. What 
about his buying them in New York 
or other big city markets, and having 
them shipped to Miami or Jackson- 
ville? Is that feasible or would the 
cost of transportation be too great? 

If this is feasible would you mind 
explaining the best sources through 
which to get used refrigerators. In 
other words, do trade-ins gravitate 
back to the refrigerator company, 
which sells them at an auction, or 
to some outfit that makes a business 
of buying up trade-ins, or would they 
have to be collected from the various 
stores and wholesale distributors who 
are selling refrigerators? 

It was my brother’s understanding 
that at various times, refrigerator 
companies hold auctions of used or 
currently obsolete models, as one 
dealer told him he was going to 
Illinois to bid in on some obsolete 
refrigerators to sell in a New York 
store. 

Incidentally, I have not had occa- 
sion before to look over a copy of 
your Air Conditioning & Refrigera- 


tion News, but I have found it one 
of the most readable and interesting 
trade publications I have run across, 
and in our business, as you know, 
we see plenty of them. 

RALPH K. WApDSWwoRTH 
Answer: 

It might be possible to pick up oc- 
casional job lots of used refrigerators 
in cities like New York, Philadelphia 
and Chicago, but your brother cer- 
tainly could not depend on this source 
of supply. Furthermore, the added 
freight charge of shipping them to 
Florida would put them right in 
competition with prices on some lines 
of new refrigerators. 

Informed observers say that only a 
few of the largest cities in the country 
seem to offer possibilities for a spe- 
cialized used refrigerator business of 
any magnitude. They have the used 
refrigerators—and more _ important, 
they have the market for them. 

However, your brother might make 
a moderate living out of a used re- 
frigerator business in some Florida 
city, if he could line up the dealers 
and distributors in that city as out- 
lined in my previous letter. 

So far as we know, auctions of 
used refrigerators occur about as 
often as auctions of southpaw pitchers. 

Outside of New York, Philadelphia, 
and Hartford, Conn., the used refrig- 
erator business has not developed as 
a business per se. Nearly every- 
where else (and, to a large extent, in 
these cities too), used refrigerators 
are sold by the dealers who took 
them in trade. 


Not Even One 


10 Raymond Ave. 
Batavia, N. Y. 


Sirs: 
March 1, 1939 was my last copy. 
I do not wish to miss even one copy. 
RopertT J. WILKIE 
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Aastallation Methods 


Recommended Methods of Installing 
Refrigerant Piping Explained By 


G-E Engineering Department 


Editor’s Note: The following information is from a 1939 
bulletin of the General Electric air-conditioning department cover- 
ing “Installation Instructions for Piping for Condensing Units.” 
The material for this bulletin was prepared by E. I. Alter of the 
developmental engineering section of the G-E air-conditioning 


department. 


Extracts from this bulletin were given in a talk on piping 
practices delivered before the conference on piping held during 
the recent Spring meeting of the American Society of Refrigerating 


Engineers. 


While much of the information given is pretty much 


basic knowledge for installation men, it nevertheless represents 
some of the most recent thinking on good installation practice, 


and should be beneficial to all doing installation work. 


The 


material will be completed in another or perhaps two instalments. 


Tools 


Satisfactory installation of refrig- 
erant piping requires the use of 
proper tools. The following will be 
required for this work: 

Tube cutter—% to 1 inch. 

Tube benders—%, %, %, and % 
inch. 

Tube sizing tools—%%, %, %, and 
% inch. 

Tube flaring tools—%, %, %, and 
% inch. 

Hacksaw for cutting hard tubing. 

Sawing vise for hard tubing. 

Torch for making sweat connec- 
tions (Prest-O-Lite or similar). 

Pliers. 

Open end or adjustable wrenches. 

Files. 

Electricians steel fish tape. 

No. 00 steel wool. 

Special solder and flux for sweat 
fittings. 

Roll of G-E rubber tape. 

Roll of friction tape. 

Litharge and glycerine. 


Method of Making 


Flare Connections 


Sealed tubing should be brought 
into the room where it is to be used 
and allowed to come up to room 
temperature before it is opened, in 
order to prevent condensation of 
moisture inside the tubing. 

Do not break the seal on tubing 
or remove the caps from valves until 
ready to start the installation. To 
open tubing, break off the sealed end 
with pliers to release any vacuum 
and so avoid the possibility of loose 
burrs being sucked into the tubing 
when it is cut. 

Before cutting the tubing, be sure 
there is ample length to allow mak- 
ing the final connection without im- 
posing strain on joints or elsewhere. 
Mark the tubing, and place the 
proper size tube cutter in position 
and turn it slowly and steadily. 


A ‘GUIDE’ CUT 


Make the first cut light to serve 
as a guide and prevent threading of 
the tubing. Tilt the tubing down to 
keep particles of copper from falling 
inside. Continue to turn the cutter, 
increasing the pressure on the wheel 
slightly after each complete turn. 

Avoid excessive pressure as it will 
cause a large inside flare or burr. 
Replace the cutter wheel when it 
becomes excessively worn. 

After the tubing has been cut, 
clean off all the sharp edges with a 
reamer or file. Do not apply much 
pressure while reaming. Any excess 
lengths of tubing that are to be 


returned to stock should be sealed 
by flattening the ends with a hammer. 

Slip a flare nut over the tubing. 
Do not forget to do this before 
flaring the tubing as it is impossible 
to put a nut on the tube after the 
flare is made. When connecting tub- 
ing to a service valve, first be sure 
the valve is front seated. Remove 
the flare nut from the service valve 
and take out the seal bonnet. Slip 
the nut over the tubing and proceed 
with the flaring operation. 


PLACING FLARE BLOCK 


Place the flare block on the tubing, 
being certain to use the opening 
corresponding to the outside diameter 
of the tubing. The end of the tub- 
ing should extend 4, inch beyond 
the edge of the block. 

Tighten the wing nuts on the flare 
block as tight as possible with the 
fingers. Do not use a wrench or 
pliers to tighten the wing nuts as 
there is danger of breaking them off. 

Wipe the conical face of the flar- 
ing tool to remove any particles of 
dirt which might score the tubing, 
and put a drop of compressor oil 
on the face of the tool. 


MAKING THE FLARE 


Place the flaring tool yoke over 
the flare block, center the point over 
the tubing and tighten the tee handle 
until the tubing is evenly flared. 

Remove the flaring tool and block, 
and check the completed flare for 
possible roughness, fringed edges, or 
cracks. Check the ground face of 
the fitting or valve to see that it is 
smooth. If the ground face is not 
in good condition, correct it by re- 
moving a thin layer of metal with 
the refacing tool. 

Revolve the tool clockwise several 
times maintaining a light, even pres- 
sure of the tool on the fitting. Remove 
the tool at regular intervals and 
examine the face of the fitting. 
When a perfect seat has been 
effected, do not cut away any more 
surface. 

Place the tubing flare against the 
fitting surface. The bends should 
have been made so that a forced fit 
is not required. 


USE OIL 


Place a drop of oil back of the 
tubing flare before screwing on the 
flare nut. The oil allows the flare 
nut to be drawn up tight with less 
effort and without twisting the flare, 
and results in a good press fit be- 
tween flare and fitting. 

Screw the flare nut in place at 
first by hand. It should turn easily 
and should not be forced on with a 
wrench as there is danger of cross- 
threading it on the fitting. Tighten 


You Supply the APPLICATION... 
Let Us Supply the EQUIPMEN 


No matter what the application may 
be... if it calls for comfort cooling, 
product cooling, air-conditioning, or 
commercial refrigeration... we can 


supply dependable equipment to fit 
the need. Write for details of our 
attractive distributors’ arrangement. 


YGENERAL REFRIGERATION CORPORATION 


the connection securely but be care- 
ful not to turn it so tight as to 
shear the flare off the tubing. 
When connecting tubing to unions, 
line valves, etc., two wrenches 
should be used. One wrench is 
needed to hold the fitting and take 
the strain off the line, while the 
other is used to tighten the flare nut. 


Method of Bending Soft 
Copper Tubing 


A good bending tool is necessary 
if neat, unrestricted bends are to 
be made. Under no circumstances 
may sand be used in the tubing to 
facilitate bending, as it is impossible 
to clean the tubing thoroughly after- 
ward. Sharp bends which flatten 
the tubing must be avoided. 

Satisfactory bends may be made 
with the use of an outside bending 
spring. Straighten the tubing per- 
fectly straight and mark the point 
where the bend is to be made. Make 
a second mark at a distance from 
the first equal to one half the length 
of the compressed bending spring. 


WITH A BENDING SPRING 


Slide the spring over the tubing 
until the end of the spring is flush 
with the second mark on the tubing. 
The first mark will be covered by the 
center of the spring. 

Grip the tubing with both hands, 
placing the thumbs underneath the 
center of the spring at the point the 
tubing is to be bent. Draw the 
tubing with both hands, bending it 
slowly over the thumbs to the re- 
quired angle. Remove the spring 
from the tubing. Note that bends 
must be made before both ends of 
the tubing are flared, or it is im- 
possible to use the bending spring. 


Method of Making 
Sweated Joints 


Sweat fittings are commonly used 
with hard copper pipe, but can also 
be used with soft copper tubing, 
instead of flare fittings. When they 
are used with soft tubing, the ends 
of the tubing must be made perfectly 
round by means of the proper sizing 
tool. This should be done before the 
tubing is polished. 

Hard copper pipe should be sawed 
off squarely with a hacksaw. A 
tubing vise helps in making a square, 
smooth cut, and holds the tubing to 
round. 

Pipe ends which are dented or 
damaged should be sawed off beyond 
the imperfect section. Remove the 
burr from the pipe with a reamer. 
The pipe should be tilted downward, 
if possible, while cutting and ream- 
ing, to keep particles out. 


POLISH PIPE BRIGHT 


Next, thoroughly polish the outside 
of the pipe and the inside of the 
fitting with No. 00 steel wool so that 
the metal surfaces to be sweated 
together are bright and clean. Do 
not use emery cloth, sandpaper, or a 
file as these abrasives will score the 
pipe. 

Apply a thin coating of the special 
soldering flux recommended by the 
fitting manufacturer to both sur- 
faces, and push the pipe and fitting 
together. Remove any excess flux 
that shows outside the fitting. 


HEATING THE FITTING 


Next, heat the fitting as evenly as 
possible with the torch. When the 


No Joints! No Leaks! 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 
free condensing equipment. Rome 

Water Cooled Condensers are used 

| by many leading compressor manu- 
facturers. Write for complete in. 

formation. 


ROME-TURNEY 
| RADIATOR COMPANY 
222 Canal Street 

| ROME, N. Y. 


fitting is hot enough to allow sweat- 
ing to take place, feed the special 
solder recommended by the fitting 
manufacturer into the joint between 
the pipe and fitting. 

It can easily be determined when 
the fitting is hot enough by touching 
the joint with the solder. The torch 
should be held back when the solder 
flows freely, to prevent the joint 
from becoming overheated, burning 
the flux and causing oxidation. 


When sweating connections of %4- 
inch diameter or larger, it is recom- 
mended that solder be fed into the 
joint from one side and then the 
other, in order to get an even flow. 
Smaller connections may be fed with 
solder from one point only. 

A joint is completely filled with 
solder as soon as a small fillet of 
solder can be seen around it. No 
more solder can be added, and any 
excess will drip off without improving 
the sweated joint. A dry brush may 
be used to brush off any surplus. 

Care should be taken not to dis- 
turb the joint before the connection 
has had enough time to cool so that 
the solder has set properly. Do not 
attempt to hasten the cooling by 
pouring water on the joint. 

Pipe-thread adapters take longer 
to cool than ordinary sweat connec- 
tions, since they are heavier and hold 
more heat. When heating these 
heavier fittings, take care not to 
overheat the pipe. 


VIRGINIA SMELTING 
COMPANY 


St. Louis Wholesale Store 
Opened By Kelvinator | 


ST. LOUIS—Kelvinator division o¢ 
Nash-Kelvinator Corp. has opened g 
direct wholesaling operation here to 
sell its complete line of commercig} 
refrigeration equipment and genuine 
Kelvinator parts and supplies to jn. 
stallation and service firms in the 
St. Louis area. 

Headquarters of the new operation 
is at 2907-09 Washington Ave., st. 
Louis, and is under the supervision 
of Howard Turner, commercial diyj- 
sion manager for the St. Louis 
territory. 


Ed Kellie Addresses 
Scranton Servicemen 


SCRANTON, Pa.—Ed Kellie, sales 
manager of American Injector (o,, 
Detroit, was the featured speaker at 
a recent meeting of the Scranton 
chapter of the Refrigeration Service 
Engineers Society. 
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AARNE a I EN RTI 
Page 5 of 
“AMERICA’S BELT BIBLE” 
Shows You 
HOW TO MAKE 


OVER 41% 
CLEAR 
PROFIT 


with GILMER’S Famous 
35-R Belt Assortment! 


pay .. $19.98 
get .. $34.18 
MAKE . $14.20 


YOU 


\\ Details of this 
\, famous Gilmer 
\\ Profit-Maker in- 
A, cluded in Your 
FREE copy of the 
1939 GILMER 
BELT CATALOG 
 —Send cov- 
\ Pon today! 


GILMER’S most 
complete f.h.p. belt catalog 
—the industry’s guide— 
lists refrigerator belts for 
over 5700 models... 149 
makes ... by lengths... 
cross-sections . . . manu- 
facturers’ part numbers. 
Also, the entire parade of 
washing machines, air 
conditioners, oil burners, 
stokers, woodworking 
tools, etc. OVER 188 
PAGES! 


Get GILMER Belts ! 


**Tailor-made in the 
grooves” on the world’s 
largest assortment of V- 
moulds. Built by belt en- 
gineers who specialize in 
belts. FULLY STOCKED 
BY GILMER JOBBERS 
everywhere . .. giving you 
the right fit, faster ! 


—_— 


be out and Mail to 


L.H. GILMER CO. 


Tacony, Philadelphia 


Send FREE 1939 Gilmer Catalog containing 
details of 35-R profit-making assortment fo 
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Collender soda fountains. 


Fig. 1—Instantaneous Water Cooler 
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instantaneous water cooler used on Brunswick-Balke- 
Soda and water inlet (connections only) 


are located at the bottom of the unit. 


Fig. 3—Diagram of Standard Cooler 
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e Sure, Sulphur Dioxide stinks! 
And to high heaven, too! That 
stink is one of its most helpful 
characteristics. That warning 
effluvium permits instant de- 
tection of even the smallest 
leaks. It makes SO, safe. And 
those are just two reasons 
why sulphur dioxide is the 
best refrigerant for household 
refrigerators yet developed. 


ANSUL CHEMICAL COMPANY 
MARINETTE, WISCONSIN 


NEAR YOU SERVE YOU BETTER 


Commetcial Cerwice 


How Instantaneous 


Water Cooler Used 


On Brunswick Fountains Operates 


By Arch Black and Dean C. Seitz 


Brunswick Instantaneous Cooler 


The method of obtaining cold 
sweet water and soda water in the 
Brunswick fountain is by means of 
an instantaneous cooler known by 
the trade name—“Frigid-Flow.” This 
unit is manufactured exclusively for 
Brunswick-Balke-Collender by Temp- 
rite Products Corp., and is mounted 
on top of Brunswick fountains. 

Figs. 1 and 2 illustrate this unit as 
is used on a Brunswick fountain. 
It differs from the standard Temp- 
rite unit in several respects, but 
there is no difference whatsoever in 
the principles of operation. 


On a standard Temprite the inlet 
and outlet water connections are on 
top, while on the Brunswick unit the 
soda and water inlet (connections 
only) are at the bottom of the cooler, 
and by means of a special casting 
the draft arms are attached towards 
the top of the cooler (see Fig. 2). 


The water cooling system for both 
plain and carbonated water in any 
of the Brunswick fountains employs 
the principle of direct cooling by 
means of a “Frigid-Flow” cooler. 
The cooler is of the flooded type and 
the refrigerant may be either 
“Freon-12” or methyl chloride, into 
which is completely immersed the 


coils for plain and carbonated water. | 


Operation of Cooler 
Fig. 3 


ciple of operation of the Brunswick 
“Frigid-Flow” cooler is the same. 
The float which is of the open or 
bucket type is sealed in, and rides 
on the liquid refrigerant. 

Rigidly fastened to the float valve 
guide tube of the float is a stop or 
metal strap. As the float is raised 
or lowered due to the accumulation 
or decrease of liquid refrigerant, 
this stop contacts the needle, which 
is part of the float valve assembly, 
raising or lowering it to or from its 
seat, thereby shutting off the supply 
of refrigerant or allowing more to 
flow into the cooler. 

As the city or soda water is 
drawn through the cooler, the refrig- 
erant absorbs instantly the heat 
from the warm incoming soda or 
plain water. This vaporizes the re- 
frigerant and the gas pressure in the 
cooler is increased, and at the pre- 
determined setting of the pressure 
regulating valve (operation of which 
was described in the May 24 issue), 
it opens and releases the vapor to 
the suction line. 

The vapor pressure released first 
builds up in any evaporators which 
may be in the system, and where 
there are no check valves, such as in 
the case of the Brunswick 1938- 
1939 fountains, 
storage compartment coils, then the 
suction line and surge tank. 


Finally the pressure causes the | 


back pressure control of the con- 


densing unit to close, and the refrig- | 


erating machine starts to run. When 
sufficient vapor has 


below the predetermined valve set- 
ting, (34 lbs. when “Freon” is used 
and 25% lbs. with methyl chloride) 
the pressure regulating valve auto- 
matically closes and the predeter- 
mined refrigerant pressure and tem- 
perature is maintained in the cooler. 

The only parts to be considered 
for field service are the pressure 
regulating valve and the float valve 
which can be removed by unscrewing 
from the cooler. 


On the Brunswick 
cooler there are three coils, two 
copper and one stainless steel. The 
stainless steel coil is for the car- 
bonated water and one of the copper 
coils is for the city water while the 
other is known as a pre-cooler coil. 

There are four connections at the 
bottom of the cooler, (see Fig. 1) 
one the pre-cooler coil inlet and it is 
so marked. The outlet of this coil is 
also on the bottom of the cooler. 

The city water enters the pre- 


“Frigid-Flow” 


is a cross-section of a | 
standard constructed Temprite cooler | 
and, as already mentioned, the prin- | 


the syrup rail or | 


been drawn | 
from the cooler to lower its pressure | 


cooler coil and from the outlet of the 
pre-cooler coil is connected a line to 
the carbonator. From the carbona- 
tor, the carbonated water’ then 
passes into the inlet of the stainless 
steel coil at the bottom of the cooler 
and the outlet is teed off to the two 
outside faucets. 

The center faucet is for cold plain 
water and the inlet for this is also 
at the bottom of the cooler. The city 
water supply line is teed to this con- 
nection by the pre-cooler coil connec- 
tion. 

(To Be Continued) 
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Fig. 2—Cooler & Draft Arm 


As shown in the photograph, 
draft arms are attached to the 
cooler near the top. 


Get Extn frofila with 


THE DAYTON V-BELT 
SALESMAKER = $1989 


Complete with 39 Assorted Most Popular Sized V-Belts 


AVN 
l: 
| 


THE V-BELT SALESMAKER 


AND MATCHOMETER 


THE DAYTON V-BELT SALESMAKER— 
An attractive, visual and compact display 
rack assortment of 39 most popular sized 
V-Belts. Comes ready to use, with belts 
on the racks. Fits on your counter—beside 

our counter—or in your window. Every 

elt at your finger — On the back is a 
quick reference price list and extra hanger 
space for spare belts. Also included is a 
Reference Catalog listing all types of small 
machinery with corresponding Dayton 
V-Belt number and other data. 


THE V-BELT MATCHOMETER— FREE 
during this introductory period! Listing 
regularly at $1.25—the V-Belt Sliding Pul- 
ley Matchometer takes the guess-work out 
of measuring belts to be replaced when the 
make and model of the machine cannot be 
identified. Quickly, simply and accurately 
this indispensable V-Belt Matchometer 
shows you the correct replacement V-Belt 
for any need. Read below how you can 
get it free. 


Spotlight your store as the neighbor- 
hood service headquarters for F.H.P. 
belt replacements. Give this profit- 
making extra service to hundreds of 
your neighborhood prospects—show 
them—and sell them the right V-Belt 
replacement for all makes of Electric 
Refrigerators, Washing Machines, Oil 
Burners, Coal Stokers, Water Pumps, 
Beer Pumps, Air Compressors, Wood 
Working Machinery, Small Garage 
Equipment and hundreds of other 
small machines. 

The Dayton V-Belt Salesmaker is a 
light, rugged, compact and visual dis- 
play which contains an assortment of 
39 of the most popular sized V-Belts. 
It takes little space—on your counter, 
in your window or beside a counter— 
but it tells at a glance that you have 
V-Belt replacements for every need— 
and it costs you only $19.89 complete. 

And, since the $19.89 price is the 
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actual cost to you of the complete 
assortment of 39 belts alone, the Day- 
ton V-Belt Salesmaker is yours with- 
out extra cost. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
World’s Largest Manufacturers of V-Belts 


KEES 
Z\P THIS OUT TODAY’ 


Free—If you act quickly—The Dayton 

V-Belt Sliding Pulley Matchometer. 

V-Belt Sales Division, 

Dayton Rubber Manufacturing Co., 

Dayton, Ohio. 

Gentlemen: 

I have checked my preference below: 

(0 Rush me (freight prepaid) one - 
complete unit of the Dayton V-Belt 
Salesmaker, for which { will remit 
$19.89. Include FREE* the V-Belt 
Sliding Pulley Matchometer which 
regularly lists at $1.25. 

() Have your nearest jobber send a 
Salesman, explaining the *Free 
Matchometer Offer. 


*Wereserve the right to withdraw this 
Free Matchometer offer at any time. 
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AIR CONDITIONING & REFRIGERATION NEWS, JUNE 21, 1939 


Distributor - Dealer Doings 


‘Man-O-War’ & ‘Seabiscuit’ Stage Stretch 
Duel In Utility’s ‘Range Sweepstakes’ 


SPRINGFIELD, Mass.—With sale 
of 200 electric ranges as the goal, the 
United Electric Light Co. started on 
May 1 a “Spring Range Sweepstakes” 
campaign in which distributors and 
dealers throughout the territory are 
cooperating. The drive, which will 
run through June, is in charge of 
Dennis E. Corey and Maurice A. 
Hammigan of the utility’s sales and 
promotion staff. 

To liven up the campaign from the 
salesmen’s standpoint, it has been 
outlined as a race-track meet, divided 
into two stables—‘‘Man-O-War” and 
“Seabiscuit’—with 21 salesmen in 
each stable. As each reports a sale 
at the Monday morning breakfasts 
every other week, he will throw three 
dice. One will be either yellow or 
orange, to correspond to the color of 
his stable, and the other two will be 
white. 


‘FADE ’EM’ FOR HORSES 


The colored dice will indicate, by 
number, which of the six horses in 
that stable moves on the track. 
Total of the other two dice shows 
how far the horse will be moved. 
The race will be run for the duration 
of the campaign, and the three horses 
in the lead at the last meeting will 


be the winners. As each salesman 
throws the dice he will automatically 
record for himself a bonus. At the 
end of each throw, money will be put 
into the pool which will go to those 
having tickets on the winning horses. 
The first horse gets 50%, the second 
30%, and third 20%. 


ADVERTISING AIDS DRIVE 


To increase public interest during 
the two months of the campaign, 
the utility will use extra space in the 
local semi-weekly Shopping News. 
Leading off with a four-page supple- 
ment, advertisements will run twice 
a week. During May and June, elec- 
tric range stuffers were to be included 
with 50,000 electric service bills 
in Springfield, Ludlow, Longmeadow, 
Agawam, West Springfield, and 
Indian Orchard. 

The campaign will wind up with a 
banquet at the Highland hotel on 
July 6 for all salesmen having sold at 
least one range during the campaign, 
or having had a perfect attendance at 
all four of the breakfast meetings— 
May 8 and 22, and June 5, and 19. 

Any representative of a cooperat- 
ing range dealer is eligible to com- 
pete for prizes offered in the spring 
range sweepstakes. 


For the purpose of the drive, a sale 
is so considered when the dealer re- 
ceives a down payment and a signed 
contract, and when the sales man- 
ager certifies that the sale is a bona 
fide transaction. Sales are to be re- 
ported as soon as made, and will be 
credited only to the salesman making 
the sale. 

Group sales to apartment houses 
will be credited at the rate of four to 
one—four apartment house sales 
being equivalent to one private home 
sale. 

Sales department of United Elec- 
tric Light Co. reserves the right to 
check all sales reported. To receive 
the awards offered in this campaign, 
salesmen with sales to their credit 
must attend the morning races and 
breakfasts which will be held at 
8 o’clock every other Monday 
morning. 


Troup Bros. Celebrates 
40th Anniversary 


HARRISBURG, Pa.—The Troup 
Brothers Music Store, one of central 
Pennsylvania’s largest home appli- 
ance dealerships, recently celebrated 
its fortieth anniversary as a_ busi- 
ness organization. L. A. Troup is 
head of the company, which handles 
G-E appliances. 

This is the company’s first year as 
a “one-line” dealer, and follows a 
decade in which it had handled a 
variety of nationally known brands 
of refrigerators and appliances. 

Headquarters of the company has 
been maintained here for the past 
15 years, occupying an entire six- 
floor building. Branch stores are 
located in York, Lewistown, and 
Chambersburg. 


oe a 


DETROIT LUBRICATOR COMPANY 


General Offices: DETROIT, MICHIGAN 
Canadian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, Montreal, Toronto, Winnipeg 


industry. 


“We sincerely believe that our advertising 
schedule over the past several years in Air 
Conditioning & Refrigeration News has been 
an important factor in establishing the wide- 
spread acceptance of Detroit Valves and Con- 


trols in the refrigeration and air conditioning 


--|. J. Knudson, Mgr. Refrig. Div., Detroit Lubricator Co. 


When advertising has created “widespread acceptance” 
of a company’s products, it has done a good job. 


Many factors are to be considered in the refrigeration 
and air-conditioning industry: manufacturers who buy 
materials, parts, and supplies from other manufacturers; 
distributors and dealers and their service organizations; 
jobbers of parts and supplies and independent service 
men; contracting and engineering companies; installation 
and independent service companies and others. 


The NEWS has often proved itself to be a potent 
influence in creating “‘widespread acceptance” for various 
products on the part of all these groups within the 
industry—and in maintaining that acceptance. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 
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Head G-E Commercial Distributorship 


Be) 
Soe 5 


At left is Paul 
Nathan Straus-Duparquet, 
equipment in New York City area. 


Hunker, commercial refrigeration sales manager of 
named _ distributor 
S. R. Sperans (right) is presiden:. 


of G-E commerciz2! 


* * * & 


Nathan Straus-Duparquet | ‘Heavy Hitters’ In Clean-Up 


Named G-E Commercial 
Distributor In New York 


(Concluded from Page 1, Column 3) 

eral offices, display rooms, and a 
factory for building special equip- 
ment on Sixth Ave. between 18th 
and 19th Sts. It also has offices in 
Boston and Chicago, and a factory 
in Norwalk, Conn. The house han- 
dles china, glass, furniture, kitchen 
equipment, and every phase of in- 
stitutional supply, including the en- 
tire Hotpoint commercial electric 
cooking line. 

President of Nathan Straus-Du- 
parquet is S. R. Sperans, and Paul 
Hunker is in charge of sales of com- 
mercial refrigeration equipment. Mr. 
Hunker separately from his respon- 
sibilities with the distributorship, 
will represent G-E’s commercial re- 
frigeration section in New York on 
all factory accounts. 

For the past three years, Mr. 
Hunker has been commercial refrig- 
eration sales manager with Rex Cole, 
Inc., and prior to that was associated 
with the G-E appliance and merchan- 
dise department at Cleveland for 
two and a half years, and with R. 
Cooper Jr., Chicago, for two years. 

The new distributor will sell 
equipment at retail, and also carry 
on a wholesale business through 
dealers. It will engage in service 
and installation work as well as 
sales. After a survey of commercial 
refrigeration business in the area, 
Mr. Hunker reports that approxi- 
mately 34% of the complete service 
restaurants at the World’s Fair are 
G-E equipped. 


Woman Appliance Veteran 
Honored By Women’s Club 


CAMBRIDGE, Mass.—Mrs. Mildred 
Scott Clear, who has been associated 
with the New England sales offices of 
Kelvinator here for the past 13 years, 
has been elected publicity chairman 
of the Business and Professional 
Women’s Club of Boston for the 
1939-1940 year. 


Carrier Distributor Opens Branch 


SCRANTON, Pa.—Power’ Engi- 
neering Co., Carrier distributor in 
Wilkes-Barre, Pa., has opened a 
branch office here. 


Slocum Now ‘On His Own’ 


ONEIDA, N. Y.—Leo Slocum, for- 
merly employed by Grover D. Hud- 
son Co. here, has gone into business 
for himself at 218 S. Willow St. 


Spot In George Store’s 
Appliance Sales Game 


KNOXVILLE, Tenn.—The “Heavy 
Hitters,” appliance sales game, was 
under way all during May at S. H. 
George & Sons, General Electric 
dealer here. With all sales counting 
for base knocks and every safety 
driving in a cash run, there were 
more would-be sluggers in _ the 
George appliance department than 
grace the roster of the murdering 
New York Yanks. 


None of the sales force rode the 
bench during the slugfest for sales, 
for the “playing manager” of the de- 
partment told each of his men in the 
clubhouse that “it’s your own fault 
if you don’t get to first base in this 
month-long game.” There were in- 
vited to knock their sales for a loop 
and slide right into the pay dirt. 


Every sales base that was reached 
gave salesmen another prize and 
every sale brought them closer to 
home plate. For the first $250 in 
sales, the salesman qualified to get 
out of the dugout and get in the 
game; the next $250 allowed him to 
go to first base, where he got a $1.50 
shirt; the next $300 drove him 
around to the keystone sack and he 
collected a $3 straw hat; an added 
$400 got him to the “hot corner,” 
and netted him a $5 pair of shoes. 
The slide into the home platter was 
made after the next $800 sales and 
carried an added award of $10 in 
merchandise. 


‘HOMERS’ BRING CASH 


For the most “home runs” scored 
during the campaign, there were 
cash prizes, based on the individual 
quotas of the seven salesmen and 
one saleswoman. 

Here’s how it worked. Each 1% 
over the quota gave the salesman a 
home run, and the salesman with the 
most home runs won the first cash 
prize of $20. Second and third prizes 
of $12.50 and $7.50 went to the sales- 
men with the next highest number 
of home runs. Total sales quotas 
for the eight sluggers on the squad 
amounted to $14,500. 


Umpiring the game was Sales 
Manager McReynolds, who “called 
the plays” on the sales floor. 

Special “ground rules” were: Sales 
made prior to the opening on May 1 
were not counted, even though 
delivery was made after that date. 
Pooling of sales caused the offending 
players to be “ruled out of the 
game.” Credit was given for gross 
sales (dollar volume) except in cases 
involving electric ranges and refrig- 
erator trade-ins. In such cases, the 
appraised value was deducted from 


The New H. & H. 


Designed b Master Merchant 
refrigeration Som 
clusive H. & H. illuminated “Sales 


money making case on the market. 


Sell Something Easy to SELL! 
PRO-DU-SELLER 


Double Duty Vegetable Case 


M a FOR 
MERCHANTS. Height 52 in. New hydrator 
Equipped with ex- 


Write for information regarding franchise for H. & H. Refrigerator 
Products in Your Territory 


HOLCOMB & HOKE MFG. CO., Indianapolis, Indiana | 


the gross amount of the sale. 


r’ Panels. The fastest selling, bi ‘im 
Get this case in your line Ww. 
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Preservation of Serums Made By Egyptian Government For 


Hospital Use Requires Constant Temperature of 40°; 


1° Differential Maintained By 4 Compressors 


for delivery to hospitals. 


circulation of air in the space. 


(1) lcemaker tank and compressor in Serum Institute of Egyptian government. 
(2) Compressor room adjoining cold rooms. 
compressors at the right operates one room. At left is a water cooling tower. 
are exposed to the sun, walls are double, having 6-inch air space. 
(4) One of the four storage rooms. 


Ice is used to pack serums 
Each of the four water-cooled 
(3) Because all sides and roof 


Rectangular holes in outside wall permit 
Boxes containing serum are placed on 


shelves and cooled by two forced air evaporators at the end of the room opposite the door. 


*. * * 


Double Walls Reduce 
Cooling Load 


ABBASSIA, Egypt—Constant tem- 
perature of 40° F. with but 1° dif- 
ferential is required of the refrig- 
eration equipment installed in the 
Serum Institute of the Egyptian 
Government here, where a large 
number of serums are made and 
preserved for the supply of various 
hospitals throughout the nation. 

All sides of the building in which 
the serums are stored are directly 
exposed to the sun, and the walls 
are double, having a 6-inch air space 
between them. Rectangular slots are 
spaced along top and bottom of the 
outside wall, to permit circulation 
of air in the hollow space between 
the walls. 

Interior of the building is divided 
into four rooms and an_  ante- 
chamber. In each room are two 
Teddington thermostats, one for con- 
trolling the forced air evaporators 
and the other for making a contact 
with an electric light located outside 
the building, to warn attendants 
whenever the temperature in either 
of the rooms goes more than 1° 
above or below: 40°. 

Walls of each of the four cold 
rooms are lined with shelves, on 
which the boxes containing the 
Serums are stored. These rooms are 
cooled by two forced-air evaporators, 
located at the end of the room 
Opposite the door. 

Compressor room is at the rear of 


the building, adjoining the cold 


> 
—. 


rooms. Equipment consists of four 
water-cooled Frigidaire compressors, 
each serving one room; a _ Binks 
water cooling tower, used in con- 
nection with them; and a fifth com- 
pressor, which operates an ice-maker. 
The ice is used when packing serums 
for delivery to the hospitals. 


Johnson, Hemenway Merge 


SHREVEPORT, La.—Johnson Fur- 
niture Co., Inc. has merged with the 
Hemenway interests to form Hemen- 
way-Johnson Furniture Co., Inc., and 
all operations of the former company 
have been taken over by the latter 
firm. 


Anaconda Copper 


Refrigeration Tubes 
for difficult jobs! 


= CS Ve 


UCU 


Fruit In Florida Exhibit 
Cooled By Curtis Units 


NEW YORK CITY—Two large 
Curtis condensing units are being 
used to cool the tropical fruit display 
cases and the fruit juice bar in the 
Florida State Exhibit at the New 
York World’s Fair. 

Both the “Merrie England” Village 
and the Japanese Government Ex- 
hibit at the Fair are using Curtis 
store and office coolers for air condi- 
tioning. 


ok fA eh Ep A 


The most efficient and ical equip t made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 
harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 
$8.30 each 
Adjustable 
Harness, 


$6.00 each 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 
f.o.b, Chicago. 


Write for feld- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, etc. 


Pat. Appl'd for 
BEARSE MANUFACTURING CO. 
3815-3826 Cortland 


Street, Chicago, Dlinois 
Incorporated 1921 


Grocery Chain Adds 
Frosted Foods Line 


CHICAGO—“Dawn Fresh,” a new 
line of frosted fruits, vegetables, 
sea foods, fowl, and meat has been 
announced by National Retailer- 
Owned Grocers, Inc., an organization 
representing 21,000 food retailers 
throughout the country, reports 
Advertising Age. 


About 3,000 retailers in midwest 
and eastern states are expected to 
take on the line, according to Harold 
Sweeney, advertising manager of the 
association. Newspaper mats, post- 
ers, and consumer booklets are being 
distributed to these merchants from 
NROG headquarters here. 


Preliminary announcement of the 
move was made at the organization’s 
convention here last January. Fol- 
lowing this, conferences were held 
with retail groups to further develop 
plans for addition of the line. 


Casper, Wyo. Creamery Co. 
Installs 130 Lockers 


CASPER, Wyo.—Jessen Creamery 
Co. has installed 130 cold storage 
lockers in its plant and has provided 
for 100 additional lockers. Two 
rooms, one 10 x 10 and the other 
14 x 16 feet, have been provided for 
this purpose. 


Refrigeration is supplied through 
a Baker direct expansion system. 
“Celotex” insulation was used, with 
4 inches of insulation on the inner 
walls, ceiling, and floor, and 5 inches 
on the outer walls. A temperature 
of 6 to 10° F. is maintained. 

The lockers are ‘“Sani-locks” 
manufactured by McGrew Machine 
Co., Lincoln, Neb. They are finished 
in white enamel both inside and out. 
Streator doors have been installed 
on the refrigerated rooms and the 
ante-room. 

Rental fee of $10 is being charged 
for the regular lockers, while $12 is 
asked for the 26 larger lockers. 


Gardner, Former G-E 
Director, Dies 


BOURNE, Mass.—George P. Gard- 
ner, 83, who until his resignation in 
October, 1938, had served on the 
board of directors of General Electric 
Co. for 43 years, died June 6 at his 
summer home. 


In addition to being a director of 
General Electric, he held at one time 
or another the following positions: 
director, American Telephone & 
Telegraph Co.; trustee, Amoskeag 
Co.; director, Champion Copper Co.; 
vice president and director, Chicago 
Junction Railways and Union Stock 
Yards Co.; president and member of 
executive committee and board of 
managers, Children’s Hospital; vice 
president and_ director, Douglas 
Copper Co.; president and director, 
Great Falls Mfg. Co.; vice president 
and director, Houghton Copper Co.; 
director, International General Elec- 
tric Co., Inc.; director, Los Angeles 
Stock Yards; president, member of 
board of managers and executive 
committee, Massachusetts Eye and 
Ear Infirmary. 


Ricketts To Head Harrison 
Works of Worthington 


HARRISON, N. J.—L. C. Ricketts 
has been promoted from general 
superintendent to manager of the 
Harrison works of Worthington 
Pump & Machinery Corp. 

W. D. Sizer has been named execu- 
tive engineer in charge of all engi- 
neering activities at Harrison, and 
B. R. McBath has been placed in 
charge of the centrifugal engineering 
division, succeeding Mr. Sizer. 

J. H. Brautigam succeeds W. H. 
Scherer as manager of Worthing- 
ton’s Holyoke, Mass. works. He 
formerly was assistant works man- 
ager at Harrison. Mr. Scherer will 
devote his time to the development 
of manufacturing methods in all 
plants as assistant to H. C. Ramsey, 
with headquarters here. 


You pag little more for 
gauge you can KEEP accurate 


No one—not even Marsh—has ever been able to build a 
gauge that can’t be knocked, kicked or banged out of 


adjustment. 
important differences between 
ordinary kind: 


In this ee te 


there are two 
Gauge and the 


(1) The Marsh Gauge will take a lot more punishment 
BEFORE it goes out of adjustment. 


The Marsh Ga 
accuracy with 
mean BROUGHT BACK. 


(2) 


e can be brought back to its ori 
e twist of a screw 


nal 


driver—and we 


When a gauge is knocked out of adjustment in practically 


all cases 


the inaccuracy is caused by distortion of the 


bourdon tube. is pointer or moving the dial 


obviously won’t correct 


s distortion, and therefore such 


methods won’t correct the gauge for ALL points on the 


dial. The Marsh 
restore accuracy 
BRATE the gauge. 
Marsh Gauges. 
can KEEP accurate 


“Recalibrator” 
at all points—will actually 
bog Mug re- , — yoy: & in all 
ou pa: e more for gauge that you 
than for any other gnali 4 


WILL correct it—will 


RE-CALI- 


ty gauge. 


Write for catalog covering March Refrigeration Instruments. 


JAS. P. MARSH CORPORATION 


2067 Southport Avenue, Chicago, Ill. 


Refugeration Irstiuments 


GAUGES—THERMOMETERS—RECORDERS—MERCURY SWITCHES 


—_ 


Fy DEALER 
OPPORTUNITY 

OF A LIFETIME 
‘GET THE KOCH 
PROPOSITION 


TODAY 


* sa eee Sie 
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REFRIGERATORS 


SERVES THE 


COLDEST. 


IN TOWN 


_ North Kansas City, Missouri — 
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55 ann" ee 
SERVICE : 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 


poreelain clad; beautifully streamlined. 
Ceiling system is second to none. 


Write for attractive prices, literature 


and Distributor’s proposition. 


BIC.L.PeERCIVAL Co. 
DES MOINES,!IOWA 


ALC NT 


WILL Make You More Money - 
Win You More Customers 

Today—See Your Jobber or Write Direct to 
General Offices 


LARKIN COILS, IN s and Factory 


519 Pair St., S.E., ATLANTA, GA. 
Branch Factory—57-59 llth St., New York City 


g AT TENTION sesreerrr 


AND APPLIANCE DEALERS 
A BiiZZARD-FROM-THE-WEST- That has everthing 


HUMI-TEMP 
UNITS 


More Wet Bottles Is More Sanitary 
il 0 More Loose Labels i | Has Fast Dry Cooling 
More Wet Hands Has More Capacity 
; More Dissatistied Has Balanced 
Customers Retrigeration 


Territories Now Open * Write for Particulars 


WEBER SHOWCASE & FIXTURE CO., INC. 


$700 Avalon Boulevard e Los Angeles, California 
Cable ‘‘Weberco” Established 1902 


New Heavy Duty Commercial Units 
See your local jobber. 


Rugged for severe service. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


WATER COOLING EQUIPMENT 
FOR 
AIR CONDITIONING 


= : BUILD ESPECIALLY FOR YOUR OPERATION 


om Michigan 


"REFRIGERATOR DOOR SATwSTS 


Many types in molded and 
extruded rubber available 
for replacement use. Ask 
your jobber for copy of 
bulletin listing complete 
line. Manufacturers—let us 
work from your Blueprints. 


375 
ARROW PRODUCTS CONPORATION 


General Offices 
420 North La Salle Street — 


CHICAGO 


Factories 
Chicago & Grand Rapids 


New Products 


Control of Humidity Is 
‘Aqua-Sorber’ Function 


EAST ORANGE, N. J.—As one 
answer to the problem of excessive 
humidities, Aqua-Sorb Co. is offering 
the “Aqua-Sorber,” a dehumidifying 
device consisting of a charge of 
highly absorbent material and a 
blower unit mounted in a metal 
cabinet. 

Cabinet of the standard model is 
approximately 15 inches square and 
42 inches high. On the exterior is 
mounted an adjustable humidistat. 
At the top on the inside of the cabi- 
net is an electrically driven, direct- 
connected centrifugal blower which, 
controlled by the humidistat, pulls 
moist air up through the cabinet past 
a filter bed upon which rests a 100-Ib. 
lump of “Aqua-Sorb,” the specially 
prepared absorbent material which 
is the heart of the unit. 

This material extracts moisture 
from the air coming in contact with 
it, and this moisture forms a brine 
which flows downward through the 
filter bed, picking up more moisture, 
and becoming progressively more 
and more diluted until it is finally 
discharged into a drip-pan or drain 
connection. 

The so-called ‘Junior’ model con- 
tains 40 lbs. of “Aqua-Sorb” and a 
filter bed. Although usually oper- 
ated without blower or humidistat, 
it can be equipped with either or 
both. This unit measures 10 x 10 x 
18 inches. 


High Humidity Claimed 
For New Bakery Case 


COLUMBUS, Ohio — New refrig- 
erated bakery case designed for 
storage of fancy cream baked goods 
recently has been placed on the 
market by Columbus Show Case Co. 

The case is 54 inches long, 50 
inches high, and 30 inches deep, with 
display front of two thicknesses of 
clear glass and both interior and 
exterior finish of porcelain. It has 
interior flourescent lighting, and re- 
frigeration is by means of Betz 
“Filterpure” unit. 

Tests made on the case, it is 
claimed, show a humidity of 90%, 
with temperature variation of not 
more than 3° between top and 
bottom of the display section, and 
air movement of 50 feet per minute. 
Fancy cream products can be kept 
in the case for several days, it is 
claimed. 

Although designed from the baker’s 
standpoint, the case is also said to 
be usable in delicatessen shops and 
other applications in which a small 
cabinet is required. 


Three Portable Ventilator 
Models In New Series 


WARREN, Ohio — Production of 
three new attic ventilators in capaci- 
ties ranging from 5,500 to 11,000 
c.f.m. has been begun by _ the 
Peerless Electric Co. here. 

Said to be portable, the fans are 
light in weight, equipped with grilles 
for safety protection, and are housed 
in a cabinet that is treated with 
sound absorbent materials. 

The units are 30, 36, and 42 inches 


in size, respectively. 


One of the Greatest Developements in RANCOS History 


Type G-AIll- 


Commercial 


a! tte 4 e. ime alee eS ‘ ere = ees ee 


Purpose 
Control 


Commercial Control 
Series Introduced 
By Cutler-Hammer 


MILWAUKEE —A_ new line of 
commercial refrigeration controls, in- 
cluding low side pressure or tem- 
perature, high pressure cut-off, and 


dual type controls, has recently been — 


placed on the market by Cutler- 
Hammer, Inc. 


The new line, known as the 9508 
series, covers all normal require- 
ments for commercial refrigeration 
equipment of 1 hp. or less, without 
the use of other starting devices, and 
as pilot control for higher ratings. 
It consists of two basic units, one 
which opens contacts with high pres- 
sure, and another which closes con- 
tacts with high pressure. 

Controls are rated at 1 hp. 110 
volts, 1% hp. 220 volts a.c., % hp. 
115-230 volts d.c., and pilot duty to 
600 volts a.c. or d.c. A permanent 
magnet is provided on all controls to 
act as a blowout for d.c. service, so 
that one unit is suitable for all rat- 
ings. 

Low pressure controls are adjust- 
able to 20 inches vacuum to 45 Ibs. 
per sq. in. pressure, with adjustable 


differential of from 5 lbs. per sq. in. 
to 30 lbs. per sq. in. High pressure 
cut-off is adjustable from 50 lbs. per 
sq. in to 250 lbs. per sq. in. 

Thermal overload protection, when 
supplied, consists of a separate over- 
load unit mounted in a common en- 
closure with the pressure or tem- 
perature control. This unit is of the 
free tripping solder film type, with 
off and on push-button. 

Operating mechanisms are mounted 
on a heavy “L” shaped bracket, for 
convenient mounting and wiring of 
the control. Controls with pressure 
fittings are mounted by means of a 
heavy shank on the bellows, tightly 
fitted to an opening in the steel 
bracket, with two flats providing 
strength for the tightening of pres- 
sure fittings. Temperature type con- 
trols are mounted to the “L” bracket 
by means of two screws, with the 
control tube passing through a rubber 
bushing in the bracket. Open type 
construction of this type is claimed 
to allow convenient tightening of 
conduit fittings and pulling and 
placing of wires. 

Modern drawn covers are provided 
for the controls, and are constructed 
so that the cover may be sealed to 
prevent tampering with adjustments. 

Provision is made to show both 
range and differential adjustments 
through an opening in the cover. A 
scale shows actual pressure or tem- 
perature values. Standard screw 
type range and differential adjust- 
ments are inside the cover, and an 
outside knob for adjusting range 
setting can be provided, if desired. 

A further optional feature is pro- 
vision for an outside knob for “on” 
and “off’’ operation of the contacts, 
with or without range adjustments 
of operating pressures or tempera- 
tures. High pressure cut-off nor- 
mally operates to provide automatic 
reset when pressures are returned to 
normal. 

Special customer adjustment pro- 
viding for changing the “cut-out” 
temperature or pressure’ without 
altering the “cut-in” temperature or 
pressure also is available. This ad- 
justment has provision for setting 
the minimum “cut-out” value, and 
limiting customer adjustment to the 
most suitable range. This function 
is provided by addition of an adjust- 
ment knob outside the case. 


Two Lathe Models Added 
To South Bend Line 


SOUTH BEND, Ind.—Two new 
models, known as A and B, have been 
added to the line of 9-inch worksho 
precision lathes manufactured by the 
South Bend Lathe Works. 

Model A is of the quick change 
gear type, its gear box providing 4g 
changes for cutting right and left 
hand screw threads 4 to 224 per inch, 
and 32 power longitudinal feeds 
ranging from .0014 inch to .0208 inch 
per revolution of the lathe spincile; 
Model B is of the standard change 
gear type. Both models have an 
automatic apron with friction clutch 
drive for operating the power crogs 
feeds and power longitudinal feeds. 

Both these two models and the 
original Model C are available in 
both bench and floor types, with heq 
lengths of 3, 345, 4, and 4% feet, 
Several types of drive are available, 
including horizontal motor drive for 
bench lathes, pedestal motor drive 
for floor type lathes, and counter- 
shaft drive, V-belt horizontal motor 
drive, and a 12-speed horizontal 
motor drive. 


New Enamel Is Designed 
For Damp Surfaces 


ST. LOUIS—Steelcote Damp-Tex, 
an enamel said to be applicable to 
wet as well as dry surfaces, with- 
out loss of luster or adhesive 
quality, has been introduced by 
Steelcote Mfg. Co. here. 

Even when applied over a moist 
surface, this enamel is claimed to 
dry dust free within an hour and to 
be dry enough to handle within four 
hours. Said to be non-yellowing, non- 
sagging, non-fading, and resistive to 
corrosive gases, it can be washed 
repeatedly. One gallon will cover 
350 sq. ft. of cement, brick, or similar 
porous surfaces, and 450 sq. ft. of 
wood or metal, the company claims. 


Air Purifier Introduced 
For Cooling Systems 


CINCINNATI — Control of odors 
in air-conditioning systems is claimed 
for the “Homozone” unit recently 
announced by Automatic Electrical 
Devices Co. here. 

Operation of the unit is based on 
the oxidation of odors’ through 
chemical action and the production 
of ozone in regulated quantities. 


Vari-Speed Controls Shown 
In New 8-Page Catalog 


WHEATON,  Ill.—Product  dia- 
grams and explanations, photographs 
of various applications, and two 
pages of selection tables feature the 
8-page catalog of JFS-Jr. Vari-Speed 
motor and machine controls just 
issued by Columbia Vari-Speed Co. 


SYNTRON 

- Anti-F riction 

eect SHAFT SEALS 

Eliminate Leakage 00 

old as well as new 

shafts. 

Order from your jobber 
SYNTRON CO. 

140 Lexington Ave., Homer City, Pa 


A Dehydrator that is really 
Dry. Mueller Brass Co. 
Dri-Drier. 


MUELLER BRASS CO. 


Port Huron, Mich. 
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BUI war ses ere 
RS 


ae + ACCESSORIES 


TINGS — FOR THE 
ATION AND AIR 
ONING INDUSTRY 


a> AND FIT 
REFRIGE 
CONDIT 


Kole 


BEVERAGE COOLERS 
MODELS 
LQ wes f86 
Ss$ COOLERS 
LIMA, OHIO 


Write for details of 
this sensational new 
100°. PORCELAIN 
Display Case line. 


DISPLAY CASE 


i 
—— 


MFG. COMPANY 
Galesburg, Illinois 


PARTS TOOLS -SUPPLIES 
W 


holesaleOnl, 
SUPPLY Cd. 


732 N ASHLAND AVE 


on your letterhead 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


PENN Conutrok 


Write. for Catalog”. 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


For Information on Motors 


FOR ALL TYPES OF 

Air Conditioning and 
Refrigeration Equipment 
WRITE TO Meese 


Wagner Electric Corporation 


6441 PLYMOUTH AVE ST. LOUIS, HO 


| A COMPLETE LINE OF ae 

_ COMMERCIAL REFRIGERATORS [ail 

AND DISPLAY EQUIPMENT 
e 


; Te eee 2 \ STAINLESS a ; 


STEEL 


The Most Accurate Control 
Valve for Small 
Capacity Systems 


The “‘TK’’ Thermo Valve 


Alco Valve Co., St. Louis, Mo. 


Our largest customers 
of many years ago 
are still our largest 
customers today. Our 
policy must be right. 


Universal Cooler Corp., Detroit 


Finned Tube Products 


Since 1907 e for COOLING, 
SHEATING and 
AIR CONDITIONING 


House Action Halts 
TVA Purchase of 


Tennessee Utilities 


WASHINGTON, D. C.—A vital 
blow to the proposed purchase by 
the Tennessee Valley Authority of 
the properties of Tennessee Electric 
Power Co. was dealt by the House 
of Representatives last week when 
it refused to issue bonds to finance 
the purchase in the amount the TVA 
had asked. 


Purchase of the Tennessee Electric 
Power properties by TVA was to 
have been completed June 20 at a 
price of $78,000,000. The House 
voted to reduce, from $100,000,000 
to $65,000,000, a bond issue to be 
floated to finance the transaction. 


WOULD RESTRICT TERRITORY 


It also wrote in amendments to a 
Senate bill to restrict TVA to specific 
territory in the mid-South, and pro- 
hibit it from reimbursing states and 
counties for tax losses’ suffered 
through retirement of private utili- 
ties from the area. 


Bonds issued under the House 
measure, a complete change from 
the Senate bill, would be obligations 
of the TVA, but would not carry the 
guarantee of the United States 
government. The House legislation 
so revised the Senate bill that 
administration leaders said there 
was no prospect of favorable Senate 
action on the amendment. 


Under the House measure, TVA’s 
power sales would be restricted to 
territories now served, plus the terri- 
tories served by Tennessee Electric 
Power Co., and 27 counties in north 
Alabama and Mississippi, where 
TVA has been negotiating for other 
private-owned properties. All other 
operations would be limited to terri- 
tory drained by the Tennessee river, 
according to the provisions. 


REVIEW OF ACCOUNTS 


Another provision would subject 
TVA’s accounts to review of the 
general accounting office. 

The House amendment now goes 
back to the Senate, which can ask 
for a conference of committeemen 
from the two houses in an effort to 
adjust differences. 

Original proposal for a TVA bond 
issue grew out of agreements reached 
by Wendell Willkie, president of 
Commonwealth & Southern Corp., to 
sell the company’s Tennessee prop- 
erties to TVA and associated munici- 
palities, including Nashville and 
Chattanooga, Tenn. 

The deal involved a payment of 
$45,000,000 by TVA, the rest by the 
cities and other retail-power dis- 
tributors. Agreement called for 
closing the deal by the end of this 
month, and consummation hinged on 
congressional action authorizing 
TVA to issue bonds for acquisition of 
generating systems. 


HOPE FOR DEAL 


Hope that the transaction might 
go through in spite of the House’s 
unfavorable action was revived later 
last week when it was learned that 
Mr. Willkie had offered to extend the 
contract for sale of the Tennessee 
properties to the government agen- 
cies as much as 90 days. 

He said the contract could be 
carried out under either the House 
or the Senate bill, or a compromise 
between the two. 

The extension, it appeared, would 
permit time for political maneuver- 
ing over the House-Senate bills, and 
for completion of the details of the 
transfer of the utility’s properties to 


' TVA. 


tracting and engineering firm, and 
acted as consulting engineers for 


Colorado Ice & Storage Co., Denver 
Warehouse Co. (1902); Chicago Cold 


Hanford Produce Co., 


line of small ammonia compressors, 


sales, and Hobart C. Ramsey, vice 
president 


directors of Worthington Pump & 
Machinery Corp. 


George Westerlin Dies, | 
Partner In Pioneer 
York Distributorship 


CHICAGO—George M. Westerlin, 
pioneer refrigeration engineer and 
head of Westerlin & Campbell, dis- 
tributor of York equipment in several 
Midwestern states, died here June 10. 
He would have been 84 years old on 
June 17. 

Born in Sweden in 1855, Mr. 
Westerlin came to the United States 
in 1869 and settled in Chicago, where 
he spent the rest of his life. 

He served his apprenticeship in the 
machine shop, and had had some 
experience in refrigeration even be- 
fore he became associated with 
Hercules Iron Works, manufacturer 
of Hercules compressors, where from 
1878 to 1882 he was foreman and 
superintendent. 

From 1882 to 1890 he was with 
Consolidated Ice Machinery Co., Chi- 
cago, as superintendent of the com- 
pany’s factory. 

In 1891 he formed a partnership 
with Allan Campbell, as Westerlin & 
Campbell, and the company was in- 
corporated in 1903. In that year, 
the company became a representative 
of York Ice Machinery Corp., and has 
been a distributor of York products 
ever since. 

Territory covered by the company 
includes the northern half of Illinois, 
Wisconsin, Minnesota, North Dakota, 
Indiana, and Michigan. 

The Westerlin & Campbell partner- 
ship originally was formed as a con- 


many large cold storage and _ ice 
plants, including St. Louis Refrigerat- 
ing & Cold Storage Co. (1899); 


(1901); New Orleans Cold Storage & 


Storage Warehouse Co., Huntington 
(W. Va.) Cold Storage Co., and 
Sioux City, 
Iowa (1903); and others. 

In its earlier days (1894 to 1899) 
Westerlin & Campbell also built a 


ranging from 2 to 8 tons capacity. 
A number of patents also were issued 


to the company in connection with 
refrigerating equipment. 


H. J. Ryan Dies; Was 


Trane Branch Head 


ALBANY, N. Y.—Harry J. Ryan, 
manager of The Trane Co. branch 
office at Albany, died suddenly at his 
home on June 13. According to his 
associates they had left him in appar- 
ent good health early the previous 
evening. He arose during the night 
to allay pain in his arm, then went 
back to sleep at which time death 
came. 

In years of service, Mr. Ryan was 
the dean of The Trane Co. branch 
office managers, having joined the 
organization in 1921 at which time 
he established the Albany office in 
which position he served continuously 
until his death. 

Mr. Ryan was a licensed engineer 
in the state of New York, and was 
a member of the American Society 
of Heating & Ventilating Engineers. 


Worthington Pump Elects 


HARRISON, N. J.—Clarence E. 
Searle, vice president in charge of 


in charge of operations, 
have been elected to the board of 


- TRIPLE 


vith refrigerated 
‘rine from the 


central) compartment 


Three-in-one: 


the small retailer. 


1. 
\eration Storage 
of Milk of Milk 


in the two adjacent 
dry storage 
compartments 


This Bottle-Storage Cooler, with aerator 
and pump, makes a complete cooling and storing unit for 
: For the large retailer WILSON SYS- 
TEMS provide the Wilson Sectional Walk-In Storage Coolers 
in 1S stock sizes, with brine tank, aerator and pump. 


GET YOUR FULL SHARE OF ALL MILK-COOLING BUSINESS Seay 


‘WILSON BOTTLE STORAGE —— 


PURPOSE - 


Making 
of Ice 


for use on the 
delivery route, 


if desired 


ca a 
—s 


age 


SMYRNA 


*POR” WILSON CABINET CORP 
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THE BUYER'S GUIDE 


Dh Original 
: WELDED STEEL 


Gs 


NEW 1939 FEATURES 


Tyler’s original welded steel construction is 
still the most advanced in the commercial 
refrigeration field. Aad the 1939 line is the 
greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented NON-GLARE be amp | system for 
brighter display. 


THE BIG VALUE LINE 


Complete line covers wide field. 
Built from experience with thou- 
sands of installations. Offers sensa- 
tional values because, of standard- 
ized quantity production. You can 
meet today’s demands with Tylers 


and make more money. Write NOW 
for dealer proposition. 
New York Office: 601 W. 26th St. 
Boston Office: 683 Beacon St. 
Chicago Office: 1668 W. Ogden Ave. 


| TYLER FIXTURE CORP. Dept. R, NILES, MICH. 


FASTEST SERVICE on all 
of your orders for 4 
AIR CONDITIONING AND 
REFRIGERATION PARTS AND SUPPLIES 
we really are talking about the kind of service 
that never disappoints. 95% of all orders received 
by us are shipped THE SAME DAY. / 


THE HARRY ALTER CO. 
Jan 6. Wtebiesh Jeon, Caleage, ni 


vn. 


When we promise 


~ 461-163 Grand St. 


meets every requirement for 
Refrigerated Produce Display. 
One or more belongs in every 
ISLAND TYPE market handling’ produce in 
your territory. © 


“VEGETAIRE” 


THE PRODUCE MASTERPIECE 


Equipment and Compressor 

Sales go together. Sell both 

on one contract. 

The Sherer Franchise Offers: 

COMPLETE LINE OF CASES, 

COOLERS AND BOXES. 

NEW EQUIPMENT constantly ye 

under development, opening 

new fields for compressor sales. 

LAYOUT DEPARTMENT —lay- yr 

outs for store modernization 

program without obligation. 

ADVERTISING — Sherer Equipment y& 

advertised by mail and in leading 

trade publications. 

Write for catalog and franchise details, 
mentioning territory desired. 


SHERER-GILLETT CO. * MARSHALL, MICH. ~ 


Manufacturers of Refrigerated Display and Storage Equipment 


“VEGETAIRE” can i tania nntinnan 
-and dees poy its 
own way by ia- 
creasing your cus- 
tomers’ soles... 
atiminating speit- 
ege ond shrinkage! 


WALL 
TYPE 


; : 
‘a 1S 5 c 
ee — — : ie ae 
i “te, os a wees 7 7 ee (ae se. 
. 
* Moet me 7 Ba, Pats 
= i a3! 
i > nome rr iz —_ 4 ~ ek ee ee Me i eg = oe 


= pe te ot pone i Y i Pe = . = Wang . 0 Kir PN ree Sai Merete wt ay z oe | ees ee: “a _ ~ gf j reer: = oe oe ee 2 ‘ 5 % Bas J STS whee, aot te 3 Fiery fe ere : eS : 2 ? ey Pe ep ee ges 
. . > Bs - > 
peal es 
sae 4 
ee = es ae 
—— geen En aera ———————————— CC rr Orr . cash 
ed — _ [ae 
ea ‘ 
, J @*, - ; q ~ 
een i — a ae 3 maar el om aaa: 
hop Surenion Warve & Firrincs Co.—Pirtsaurcu, Pa | eq 
the | \ is 
ee ee | : Toe se & ma 
'ge ° a , BA; 
48 Sy See i, eg 
ich, | ‘ : pe ORES | 7) LJ VS pecs P i a 2a at ; ‘ 3 
noe | ae : lS . mn 
te res al ‘ ik OG ECU : 
ile; i So Se mmm cent rey ‘ sae AS 
nge U ’ . - 
‘OSS | EO \ 
1s, ~~ 7 | S v 
c _ . 
ed Ze - _\y wat Se 
ble -_ MIDWEST | a . a, 
"ive | ry , Sa oo ak 
ter- | os aw 4 8 ie 
0 | aii os ba fi 3 
ital Refrigeration and ‘Air Conditioning | 1 . 4 . Pee 
| ; . : A 
\ ay j | Ni} a Sci 
| | oee ee 
a cAGO PA hit eoe ts } a : t . Ros m “a af = ae pee 
Write for catalog q [o Fs L ie ee ae a 
hem, - 
to ee — 
ith- a ee ee a a ae : i 
by ; ; 
et ” ae 7. 
. Ww . \ ee \ E . 
oist 22 . KE yy K a. 
a a -? eon 
AW N ag 8 
| to c i G 40 Ges & og 
) : G i FLAN 
— D ae \N \ N esrecln anton aise - 
ai ‘ P> oath . me tgsg 
‘i Gree witH co + gnind - pres ee 
- to es vE 4-0\i9' ndet t bi igi 
Sn nnn ae: w® - 0 yAL se\ ed UNO sock ae 
hed ‘Ne oe 4 Yi oBeE wivele por a ws . y 
| cok 2) - reds “cop BO ected ON oq BOM’ 
ver : . an pore kind: pe ve eolind i \eoks- 4 
ilar | a ett YO nt Po con” CoP ggaihe onion 
q ‘aw one nos Rese ind coP ove: ction o me on bi 
of vw ©? ne = ~ wie ate ¥ yore . co fa ee. 
is \\ ¥ gncat® : pine gure: ope’ - ,ond! P a g\ow \orio™ 
" § es Wt es BY id used eg OFS triete ity Ime FOR ey. 
7 Nh . = ; ie prov" wronoe sin? WRITE pro ue 
_&§ a aT i 
~ e $s - i Ss 
ical — PT f . 
igh | | GLOEKLER MANUFACTURING co rf) i ig 3 
jon JD Newer vaure For oun new carats | gl a 
4 ae 
lia- 4 :, 
phs x fs 
the , Ties 
eed @, a 
ust —___. an 
0. Se > —* 
~ fgghl a | . 7 
fS; Ay YY 
(= (ae o | | 
5 a £4 | 
on \ 
new . A | 
} f ; | 
mo A | 7 _ a 5013 John R. St. —=—=S—«AS06 Prospect Ave. ) Washington Ave, 
y $$$ 
Penn oe iy, oe BX; FRp29 ; 
ee ee G H E 
: | S== — “\ 
~ snninninenessnaee Oo re | 
pene f Weak Sees} | eee ‘ \ | : 
=| | 1 |. ’ ‘. Ray we | | “VEGETAIRE” 
i a 
E a ee 
g : ; : 
e a | 
a of — 
a — vee Bo se ; = at 
Om y | peice ps aa 
0) | ee YS | Me Se | ‘a 
- BS Sia. 
Len, 


18 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 21, 1939 


THE BUYER'S GUIDE 


HIGH AND CONSTANT CAPACITY 


Niagara Condenser re-ordered by 10 ice cream_ plants, 
3 bakeries. Saves 85% of condensing water. Patented duo-pass 
increases capacity, prevents need for cleaning coils. Spray pump, 
high pressure centrifugal fan, improves verformance, ventilates 
compressor room (even with doors closed). Write for information 
on exceptionally low prices on h quality oarument. Niagara 
Blower Co., Dept. AR, 6 E. 45th St.,. New York City. 


FAN COOLER SPRAY COOLER 


AERO-CONDENSER 
AIR CONDITIONER 


oe age 


MILLS 


COMPRESSORS 
for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 


Os 
SERVICE MAN 


A light, wna d handled, sturdy, non- 
binding, easy-to-breathe-in protector of 
the serviceman’s eyes, nose, throat and 
lungs from those old reliable cough 
=) and sneeze producers, Methyl Chloride, 
= Sulphur Dioxide, Ammonia, for which 
it comes equipped. 

Servicemen’s adoption has made this 
the biggest selling mask in America. 
Moderately priced. Write for full facts. 


CHICAGO EYE SHIELD CO 


OF THE 


2352 WARREN BLVD. 
CHICAGO, ILLINOIS 


REM PE 


FIN COILS aud PIPE COILS 


for Refrigeration and Air Conditioning 


UNIT COOLERS for comfort 
and low temperature cooling 
AUTODRAFT UNITS 

for walk-in coolers 


REMPE CO., 340 N. Sacramento Blvd. CHICAGO 


ROTARY 


SHAFT SEALS 


Increased customer good-will and lowered 
cost of maintenance always follow the use 
of Rotary Shaft Seals. A trial will prove 
their superiority. 

IMPROVED MODELS © LOWER PRICES © SEE YOUR JOBBER 
ROTARY SEAL COMPANY 
803 West Madison Street, Chicago, Ill. 


CONTINENTAL EUROPEAN OFFICE: Waldorpstraat 
52, Den Haag, Netherlands. CANADIAN OFFICE: 


382 Victoria Avenue, Westmount, Montreal. 


flow H\-LO CHARGING an 
"UNIT with COMPOUND RETA 


@ Now the Imperial charging and testing , WHEN 
unit can be furnished with a new and WHEN UNIT [5 CONTROL 
improved compound gauge to meet every CONNECTED TO 1S POINTED 
possible condition that may be encountered BOTH SIDES OF STRAIGHT UP, 
in service work. The gauge is a 3 com-_ | THE SYSTEM, REFRIGERANT 
pound retard with a wide vacuum scale | THIS GAUGE 1S FREE TO 
in inches and pressure is to 50 lbs. with | MAY SE USEO BY-PASS FROM 
retard to 200 lbs. at Witt ba HIGH TO Low 
Furnished with rear pointer adjustment AND LOW SIDE SIDE. 
which enables you to recalibrate the gauge PRESSURES. 
cu 


at all times. Steel case and polished brass 
rim. Has Freon, Sulphur Dioxide and 
Methyl Chloride temperature scale. 

This Hi-Lo unit combines all the advan- 
tages of a double gauge unit with the 
lightness, compactness and ease of han- 
dling of a single gauge unit. 

Call or write your Jobber today and add 
one of these outfits to your charging and 
testing equipment. 


THE IMPERIAL BRASS MFG. CO. 
565 S. Racine Ave., Chicago, Ill. 


oe fi MASTER CONTROL 


i} | HANDLE. POINTER 
: | ON THIS HANDLE 
2} | INDICATES WHICH 
PORT IS OPEN AND 
SOURCE FROM WHICH 
GAUGE READING IS 
OBTAINED. 


AUXILIARY NEEDLE | 5 
VALVE CONTROLS 
CHARGING AND 
PURGING PORT. 


No. 505-C Hi-Lo Charging and Testing Unit 
with 3 compound retard gauge. Each $5.75 
me as 505-C but less wage 


Tere eee ee eee eee ee eee eee eee . 


Export Business 


‘World Is Behaving In Unbusinesslike 
Manner,’ Says G-M Export Expert 


NEW YORK CITY—The foreign 
situation with which we are con- 
fronted today is not a political one 
at base, but clearly economic, de- 
clared Edgar W. Smith, vice presi- 
dent of General Motors Overseas 
Corp., in an address recently before 
the eleventh annual dinner of the 
Foreign Trade club and Delta Phi 
Epsilon of New York University. 

“The quarrels among nations, and 
the aggressions and _ depredations 
they commit, do not arise in conse- 
quence of ideoiogies as such,” Mr. 
Smith continued. “Nor are _ they 
based on rivalries of national cul- 
tures or racial pride. National con- 
flicts are business conflicts pure and 
simple; the job of feeding and cloth- 
ing and sheltering the world, and 
giving it comfort, is the job of busi- 
ness alone. 

“No one else, in a sane and normal 
world, is called upon to do that job; 
and beyond the doing of that job, 
the business man himself has no 
economical justification for his exist- 
ence whatsoever.” 

Mr. Smith interpreted the business 
man’s viewpoint as being that ‘the 
world is behaving in a most unbusi- 
nesslike manner.” 

“The dissension with which the 
world is torn today is attributable to 


a denial of the right ef business men 
here and in other lands to inter- 
change among themselves, for the 
benefit of the consumer everywhere, 
the bounties that the earth produces.” 

While ‘‘the sands are running fast,” 
Mr. Smith believes there is still time 
to restore that right and save the 
world if we would have our thinking 
and our actions governed by the 
following principles: 

“1, That we acknowledge that men 
are no longer content to live in caves, 
and that the peoples of all nations, 
in the present stage of our civiliza- 
tion, need access to the resources 
that other nations possess in order 
to clothe their backs and feed them- 
selves and secure the ordinary com- 
forts of life. 

“2. That we recognize that con- 
flicts among nations are due to an 
inability to fulfill these needs, and 
that this inability exists in conse- 
quence of the barriers raised on every 
hand against a businesslike inter- 
change of the earth’s resources. 

“3. That we dedicate ourselves, as 
Americans, to the reopening of the 
normal channels of world trade, 
through which alone these needs can 
adequately be met, and a stable 
foundation laid for comfort, security, 
and peace.” 


They Refrigerate Lenses 
Now In London 


LONDON, England—lInstallation of 
refrigeration equipment for the quick 
chilling of pitch matrix to facilitate 
the rapid detachment of optical 
lenses has just been completed at 
Northampton Polytechnic here. 

The lenses, which are very thin 
strips of glass, are difficult to hold 
for the polishing process to be carried 
out, and the only method of success- 
fully doing this operation is to set 
them into a matrix of pitch, which in 
turn is secured to a chuck in the 
polishing machine. 

After this process is completed, the 
removal of the lenses from the 
matrix as quickly as possible, with 
the minimum number of breakages, 
presents a problem. In the past this 
has been accomplished by hand with 
a maltet and chisel. 

A considerable number of break- 
ages was unavoidable under this 
method, since after the lenses had 
been removed, there was a fair 
amount of pitch still adhering to 
them which had to be cleaned off by 
rubbing with a solvent. Also, it was 
a comparatively slow process. 

With the use of refrigeration, ad- 
vantage is taken of the different rates 


| of contraction of glass and pitch. 


The installation has a plain insulated 
tank in which the cooling coils are 
incorporated, and is approximately 
the same size as a medium size ice 
cream unit. The tank is filled with a 
solution of denatured alcohol, with a 
percentage by weight of approxi- 
mately 35 to 40%. This solution is 
maintained at a temperature of 5° F., 
and into it is immersed a metal 
basket, in which are the pitch matrix 
and lenses. 


Bendix Establishes 
Export Division 


SOUTH BEND, Ind.—Establish- 
ment of an export department for 
Bendix Home Appliances, Inc. has 
been announced by Judson S. Sayre, 
vice president in charge of sales. 

The new export division is headed 
by R. A. Lundquist, formerly of the 
U. S. Bureau of Foreign and Domes- 
tic Commerce. 


Forbes & Pratt Fete 
Visitors From Sydney 


SAN FRANCISCO — James Mac- 
farlane, director of the Electricity 
Meter & Allied Industries, Ltd., of 
Sydney, Australia, and Mrs. Mac- 
farlane were guests of Mr. and Mrs. 
Clarence F. (Sandy) Pratt on a 
recent tour of San Francisco and 
the Golden Gate Exposition. J. S. 
Forbes, president of Refrigeration 
Equipment Manufacturers Associa- 
tion, also was a member of the tour 
party. 

Calling on Mr. Pratt at the request 
of Frank Hansen, manager of F. C. 
Lovelock, Ltd., Australia, Mr. Mac- 
farlane reported that Mr. Hansen and 
J. K. Schartl, technical director of 
Electricity Meter & Allied Industries, 
plan to attend next year’s All-Indus- 
try Exhibition in Chicago. 

Mr. Macfarlane’s company manu- 
factures household electric refrig- 
erators in Australia, manufacturing 
all its parts, except for bellows. 

After the tour of the Exposition, 
Mr. & Mrs. McFarlane entertained 
Mr. and Mrs. Pratt, Mr. Forbes, and 
Mr. and Mrs. Edric E. Brown of 
Pacific Lumber Co., San Francisco, 
at a dinner in the St. Francis hotel. 
Mr. Brown is manager of the Palco 
Wool division of the company. 

The Macfarlanes will visit Detroit, 
Montreal, and London, England, 
before returning to Australia. 


Bulgaria's Boris Honors 
Crosley’s Distributor 


SOFIA, Bulgaria—Purveyor to the 
Royal Palace of his majesty King 
Boris III—that is the impressive new 
title which has been awarded by 
General K. Panoff, chief of his 
majesty’s chancery, to Ing. K. Jont- 
scheff, Crosley distributor here who 
has sold several Crosley electric 
refrigerators and radios for use in 
the king’s residence. 

General Panoff, in his letter to Mr. 
Jontscheff, stated: “Informing you of 
this royal benevolence I have the 
honor to send you the corresponding 
patents, together with one exemplar 
of the royal emblem which you may 
put on your firm.” 


vision, Evansville, Ind. 


SERVEL 


COMMERCIAL REFRIGERATING MACHINES 


Whether your requirements are large or small, standard or spe- 
cial, Servel engineers can help you solve your most vexing prob- 
lems of commercial refrigeration or air conditioning. Write today 
to Servel, Inc., Electric Refrigeration and Air Conditioning Di- 


Servel’s 4-cylinder 20 HP 

machine unit. . . one o' 

56 models in the complete 
ie. 
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G-E Air Conditions 
Argentine Factory 


BUENOS AIRES, Argentina, 
year-around air-conditioning system 
has been installed by General Elec. 
tric, S. A., subsidiary of Internationa) 
General Electric Co., in the new 
warehouse and office building of 
United Shoe Machinery Co. here. 


The building is a two-story strc. 
ture with a basement. Six adminj- 
strative offices on the first floor are 
completely air conditioned, additivna) 
office space on the same floor jis 
steam-heated with radiators, ang 
unit heaters are employed for ‘ac. 
tory and warehouse space. 


Central unit of the conditioning 
system was assembled here, and in- 
corporates General Electric coils ang 
compressor equipment. The uni: is 
governed by a thermal control ang 
humidistat in the manager's ottice. 
Air delivery is made by a systen: of 
supply and return ducts. 

For the summer season, December 
to March, the outdoor design point 
was taken as 95° F. dry bulb and 
78° wet bulb and the air conditioner 
was designed to maintain an indoor 
condition of 78° dry bulb and 67° 
wet bulb. 


Fourteen Temprites Irrigate 
Parched Australian Throats 


RIVER MURRAY, _ Australia— 
Fourteen Temprites are used to 
handle the beverage cooling job in 
the Hotel Renmark, community- 
owned and managed resort in this 
city on the river Murray, “Mississippi 
of South Australia.” 

Eleven of the 14 Temprites used 
in the hotel are in the main bar, 
and handle 120 gallons continuously 
for five hours at the peak loading, 
cooling the beer down from 80° to 
approximately 46° F. for serving. 
The installation was made by Kel- 
vinator Australia, Ltd. 

The town itself is the center of a 
large irrigation settlement, growing 
mostly citrus fruits, vines, and soft 
fruits (such as peaches). Hotel is 
owned and managed by the con- 
munity, and all profits from its 
operation are used for civic purposes. 


Use CHICAGO SEALS 


for seal replacements 
A complete line in all sizes 
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Kerotest Manufacturing ng Co 
Pittsburgh, Pa. 
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TRAINING MEN IS OUR !OB8 

And U.E.L Free Placement Bureau sup- 

plies trained shop mechanics, installation 

and service men to this industry. Whe? 

ou need a good workman, use this Free 
ce. No fees of any kind 


UTILITIES ENGINEERING INSTITUTE 
404 N. Wells St. Established 17 West 60th S% 
Chicago, Illinois 1927 New York, N.Y, 


REFRIGERATION CATALOG 


: UTICA, N. Y. é 
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Texas Jobber Speaks His Mind (By Proxy) 
On Volume Discounts; Manufacturers 
Are Urged To Aid ‘Good’ Dealers 


Editor’s Note: Clyde Westbrook 
of the Westbrook Carburetor 
Electrical Co., San Antonio, Tex., 
sends in the following — article 
which appears in a May issue of 
the magazine Implement & Trac- 
tor under the heading, “Merchan- 
dising Problems That Call For 
Solution.” 

Mr. Westbrook is a refrigeration 
parts and supplies jobber, and a 
member of the national associa- 
tion, and from his letter which 
accompanies the article it is quite 
apparent that he believes the 
article speaks very eloquently on 
a problem which Mr. Westbrook 
thinks is no stranger to his busi- 
ness. 

In writing to the News, Mr. 
Westbrook declared: 

“As you state in your slogan, 
you have the ‘Newspaper of the 
Industry, so we have sent you the 
attached article to republish in 
the News and we are sure it will 
do some very constructive good. 

“This is the first time we have 
given you a letter, but feel that 
all jobbers should express them- 
selves once in a while to their 
trade paper.” 

You're correct in your assump- 
tion, Mr. Westbrook, and we hope 
that other jobbers will write us 
their opinions on business prob- 
lems and trends from time to 
time, as well as sending us news 
about themselves and their cus- 
tomers.—Editor. 

* * * 


(From Implement & Tractor) 


VOLUME DISCOUNTS CRITICIZED 


Volume discounts offered by manu- 
facturers have come in for a good 
bit of criticism. It is contended by 
many dealers that the practice of 
hitting at a high volume of business 
in order to obtain manufacturers’ 
quantity discount checks at the end 
of the year is directly responsible 
for a great deal of the dealer’s woe. 

They contend, and with a good bit 
of justification, that many a dealer 
gives away $5,000 of money that he 
actually should have had by giving 
long trades, and otherwise deliber- 
ately cutting prices, for the sake of 
receiving at the end of the year a 
manufacturer’s check for $2,000. 
And, worst of all from the viewpoint 
of the farm equipment industry, the 
dealer who gets business at a sacri- 
fice of his own profits hurts other 
dealers who must earn their living 
out of their businesses. 

And, most serious of all, is the 
indisputable fact’ that many dealers 
have no idea of their own cost of 
doing business. They gauge their 
Success or failure entirely by the 
amount of the cash balance on hand. 

A manufacturer before contracting 

with any dealer would do well to 
Insist that the dealer show him his 
method of keeping books and demon- 
strate that he knows how much he 
'S Spending each year. 
_A business man who knows that 
It is costing him upwards of $17 to 
consummate every $100 worth of 
business, and who yet insists upon 
selling on a margin of from 20% to 
less than nothing, is a plain fool. 
And, what should we say of a 
manufacturer who made such an 
Individual his agent ? 

What are the cures for these 
glaring evils in distributing farm 
*quipment? Nothing can ever be 
Worked out for the betterment of the 
ey until retailers and manufac- 
— and jobbers face the fact that 
—- Plight is a common one, that 

*lr troubles are very real and that 


they must actuall 
y get together to 
Work them out. . . 


PRACTICAL SPEAKERS NEEDED 
a does no good to talk things 
oth in conventions and pat each 
: *r on the back and promise what 
€ will do. Action is what is needed. 
Too Many conventions are domi- 


Having decided to solve our 
common problems, there are three 
general reforms which would im- 
prove the status of the retailing of 
farm equipment and would attract 
a higher type of merchant and en- 
courage those fine business men who 
have long been in the game to 
continue the struggle. 


First, the manufacturer must 
differentiate between a dealer who 
invests his own money, gives service, 
and does his own selling and the 
man who simply catches a prospect 
and sends for a _ manufacturer’s 
representative to come out and help 
him get the deal by cutting the price 
or making a wild trade, often to the 
hurt of the neighboring dealer who 
has shown the machine, made a trip 
or two to the prospect’s farm, in- 
vestigated his credit standing, and 
offered the farmer a fair bargain. 

An extra 10% to the right kind 
of dealer would pay big dividends to 
the manufacturer as well as to the 
dealer. As much as the added mar- 


gin, the good dealer needs. the 
assurance that his manufacturer 
appreciates the effort that he puts 
forth. 


NO CLOSED TERRITORIES 


Second, the idea of the volume 
discount needs to be modernized to 
fit the plan that gives a dealer a 
protected territory. The volume dis- 
count is sound in principle, intended 
to give a reward for honest effort. 
But, let the amount of each sale 
made in a given territory count 
toward the total volume of the 
dealer who operates in that territory. 


Trade territories can be designated 
by townships or highways. In a 
plan like this one, any dealer can sell 
wherever he likes, but if he expects 
to make a profit from selling in the 
other dealer’s dooryard, then he will 
have to make it out of the proceeds 
of the sale and not out of the volume 
discount. 


What incentive, then, for wearing 
out automobiles and burning gas- 
oline for the sake of going miles 
away into another logical trade 
territory to cut the price on a deal? 


Third, and most important of all, 
dealers’ associations and manufac- 
turers need to combine to insist upon 
a practical system of accounting that 
will give each dealer a chance to 
know just what is his percentage of 
overhead. Not many dealers are 
fools, but some of them are ignorant. 
They do not know that they are 
losing money on many of the deals 
they make. A system of accounting 
would give them the information 
they need about their own affairs. 
And, then, if they have the money to 
lose and don’t mind giving it away, 
that is their own lookout. 


THE BUYER'S GUIDE 


jambs. 


A” no extra cost—all the engineering features for 
display cabinet doors listed at left—with the new 
Ace “Loxit” hard rubber assembly units—doors, rails, 
Complete range of sizes. Write for details of 
standard equipment for show-case display refrigera- 
tion. Catalog FREE on request. 
Rubber Co., 11 Mercer St., New York .... 111 West 
Washington St., Chicago, Ill... . Akron, Ohio. 


PO 
ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City 


Spring 7-1800 


CLASSIFIED ADVERTISING 


Excessive 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


COMMERCIAL REFRIGERATION sales 
manager needed by Carrier Corp. as 
result of present commercial refrigeration 
expansion program. Salary and bonus. 
Please write, stating experience, qualifica- 
tions, and _ references. Box 1155, Air 
Conditioning & Refrigeration News. 


MEN—WOMEN-—-salaried positions $2,500 
to $15,000. Our system of searching out 
salaried positions (hiding your identity) 
increases your salary in line with ability; 
each client must finance moderate cost of 
his campaign; if worth $2,500 to $15,000 
yearly, write for valuable information. 
NO. BB, EXECUTIVE’S PROMOTION 
SERVICE, Washington, D. C. 


POSITIONS WANTED 


YOUNG SERVICE Engineer desires posi- 
tion with chance for advancement. Age 
28, over 3 years’ experience in servicing, 
selling and installing household and com- 
mercial equipment. R.A.C.I. student, 
honest and dependable. Do first-class 
work—any type machine. Own car and 
tools. Western location preferred but not 
essential. Box 1154, Air Conditioning & 
Refrigeration News. 


ENGINEERING SERVICE 


REGISTERED CONSULTING Engineer 
with twenty years’ experience designing 
and developing heating, refrigerating, and 
air-conditioning equipment and systems. 
Complete staff of experts and laboratory 
available for designing and developing 
products or laying out systems. Will 
furnish ideas, or work out yours. F. O. 
JORDAN (ASRE), 2150 Lawrence, Chicago. 


FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
beer coolers. Sell with Ehrlich compres- 
sors or with any other make. Attractive 
discounts, also financing arrangements 
to help sell. 70 years in business. Write 
for full information. EHRLICH RE- 
Sra, MFG. CO., St. Joseph, 
0. 


BUSINESS OPPORTUNITIES 


A PROMINENT Ohio Corporation, well 
established for many years in the appli- 
ance and supply field, and with an 
organization of wholesale men and dealers 
covering the state, would like to contact 
responsible manufacturers who are in- 
terested in acquiring the services of such 
an organization to act as their agent 
throughout this area. Ample merchan- 
dising-warehousing and financial facilities. 


condition and quantity for sale. State 
price you expect. Address Box 1156, Air 
Conditioning & Refrigeration News. 


WANTED, any quantity of refrigerator 
ice cube trays, drip pans and controls, 
new, used or seconds. Quote quantity 
and lowest prices. INTERBORO RE- 
FRIGERATORS, 350 Pearl Street, Brook- 
lyn, N. Y. 


EQUIPMENT FOR SALE 


ACTION-AIR 
SYSTEM 


Stops 

Spoilage 

Shrinkage 
Taste 


Transfer 


Frosting 
in Walk-In Coolers 


territory 


THE BROWN CORP., 652 Bellevue Ave., Syracuse, N.Y. 


coolers. 
that Action Air prevents dead air spots, freezing zones, 
humidity difficulties and excessive frosting. 
itself by reducing shrinkage and spoilage, by saving 

expenses and 
new 


MAN WANTED io seu 
This Profitable Action-Air 
System in Your Territory 


Get the exclusive sales rights to this fast-selling Action 
Air System which solves air circulation problems in 


One easy demonstration convinces customers 


operating 
creates 

list of satisfied users. 
to sell these machines. 


It paye for 


electricity. Easy to sell, 
customers and repeat business. Long 
Be the only dealer in your 
Write today for 
money-making 
proposition. 


Gentlemen: 


250 BRAND NEW Frigidaire compressors 
in original cartons, suitable for 4 and 
% H.P. highsides. Specifications: Frigid- 
aire part No. 1125-312, twin cylinder, 
complete with flywheel; bore—1%”, stroke 
—1-7/16”. In single lots—$10.50; 10 or 
more—$9.50; 25 or more—$9.00. F.o.b. 
New York City. REFRIGERATOR COR- 
PORATION OF AMERICA, 390 Fourth 
Avenue, New York, N. Y. 


SELLING OUT!!! We are liquidating 
our stock of over 100 used commercial 
units. % to 1 H.P. Frigidaires, Kelvin- 
ators, etc., $25 to $45 each. Will consider 
a reasonable offer for entire stock. Act 
quickly. REFRIGERATOR EXCHANGE 
CENTER, INC., 132 Lafayette St. (near 
Canal St.), New York City. Canal 6-0626. 


ISOBUTANE. Highest quality Isobutane 
at lowest prices in the country. Write or 
wire for quotation. STANDARD RE- 
FRIGERATION CO., 1148 Dohrman St., 
McKees Rocks, Pa. 


GRUNOW PARTS—R & S PARTS COM- 
PANY opens field to independent service 
men and former Grunow dealers. Pur- 
chase your Grunow parts. direct. At 
reasonable prices. Refrigerant CHo2-CLe, 
gallon—$4.00, compressors exchange— 
$11.00, Carrene meters exchange—$3.00, 
compressor oil per gallon—$1.75. Many 
other items not listed. 3577 Fourteenth 
Street, Detroit, Michigan. 


REPAIR SERVICE 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CO., 
INC., 342 West 70th Street, New York City. 


MAJESTIC, GRUNOW, General Electric 
and Westinghouse rebuilding. World's 
largest rebuilders. Prices $30.00 with 18 
months’ guaranty. Parts for Majestics and 
Grunows. GE floats $2.95. Westinghouse 
flapper valves $1.00. % H.P. Majestic 
capacitor motors $3.75. Write for catalog. 
G & G GENUINE MAJESTIC REFRIG- 
ERATOR AND RADIO PARTS SERVICE, 
5801 Dickens, Chicago. 


the U. S. is 50 cents. 


ORDER BLANK 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich., U.S.A. 


AIR CONDITIONING & 

REFRIGERATION NEWS 
Subscription for United States 
and Possessions, Canada, and 
Countries in the Pan-American 
Postal Union: 
One year (52 issues)..... - $4.00 
Six months (26 issues)....$2.00 
Three months (13 issues) . -$1.00 


Subscription For All Other 
Countries: 
One year (52 issues)...... $6.00 


HOUSEHOLD SERVICE MANUALS 
(.] No. 1. 


Theories and principles 
of refrigeration explained in 
simple terms. 144 pages. ..$1.00 
No. 2. Detailed instructions on 
proper methods of installing and 
servicing various types of sys- 
tems. 128 pages. Price... .$1.00 
No. 3. Detailed data on methods 
of servicing special types of 
refrigerators. 144 pages. ..$1.00 
No. 4. Special service informa- 
tion on 12 makes of household 
electric refrigerators. 136 pages. 
FUME 6.6.6 0.086 screens wcmen $1.00 


COMMERCIAL SERVICE MANUALS 


No. C-1. The theory and princi- 
ples of refrigeration presented 
more completely. 96 pages. .$1.00 
No. C-2. Installation and service 


methods. Detailed information 
on commercial units and parts. 
RES DRBOE ccc vesiccvesin $1.00 


No. C-3. Continuation of instal- 
lation and_ service methods 
(valves, controls, motors, etc.). 


BUS DOM sisessiccckanes $1.00 
* * * 

Manual E-1. Dealing with large 

refrigeration equipment. This 


book is valuable to operators of 
industrial refrigeration plants. 
BEG DPOMOR ci cccsccsessens $2.00 
Manual S-1. Complete refrigera- 
tion and air-conditioning speci- 
fications of all makes and 
models through 1936. Contains 
data on oil and_ “refrigerant 
charge, belt size, controls, evap- 
orator, and other parts. 512 
DORR. FICO icc aseces «++ $2.00 


Please ship the following: 


AIR CONDITIONING MANUALS 


O 


No. A-1. The principles of sum- 
mer air conditioning and describ- 
ing typical air-conditioning sys- 
tems, performance, etc. 112 
POGOE, PLIGG scvsciccursys $1.00 


No. A-2. The principles of win- 
ter air conditioning describing 


typical heating systems and 
heating connections. 104 pages. 
Lo ae errr ..++$1,00 


No. A-3. Principles of design 
engineering. Conditions for hu- 
man comfort, methods of com- 
fort control. 112 pages... .$1.00 


No. A-4. Equipment development 


principles. Methods of develop- 
ing air-conditioning equipment. 
112 pages. Price ..... .++-$1.00 
No. A-5. Principles of air-condi- 
tioning equipment selection. 
Performance tables and specifi- 
cations. 104 pages........ $1.00 


No. A-6. Principles of load esti- 
mate and equipment selection 
for all types of installations. 96 
PAZOS, FICS civcascincess $1.00 


No. A-7. Application of load 
estimating and equipment selec- 
tion principles for domestic and 
commercial installations. 96 
DOGOR,. FROG 6 vesresasiens $1.00 


Manual B-1. For contractors and 
estimators. Twenty-five typical 
air-conditioning jobs explained 
and estimated. 136 pages. .$1.00 


BUYER'S GUIDE 


No. D-6. The new 1939 Refrig- 
eration and Air Conditioning 
Directory containing listings of 
all manufacturers of complete 
refrigeration and air-conditioning 
equipment, parts, materials, and 
supplies. Complete listings in- 
cluding names of manufacturers 
and addresses. 220 pages. .$1.00 


Note: The minimum extra charge for each package of books shipped outside 
Up to six $1.00 books may be shipped in one package. 


Enclosed is $...........-ss00.: 


American Hard 


nated by s All li PATENTS 
y speakers from some manu- replies held_ strictly confidential. 
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Chir Conditioning 


Representative of California Association Tells 
Eastern Air-Cooling Dealers of Need For 
A National Group To Handle Problems 


(Concluded from Page 1, Column 5) 
low. <A study of numerous oper- 
ations revealed that jobs were being 
taken on the basis of 15% to 24% 
gross and that overhead was run- 
ning from 16% to 21%. This indi- 
cated that the cost of doing business 
absorbed what would normally be 
considered a profit. 

Mr. Flynn feels that the California 
association has been instrumental in 
bringing the facts of the situation 
squarely before the membership and 
that they are disposed to make every 
effort to improve conditions. 

No attempt has been, or will be, 
made by the California group to fix 
prices, because the members recog- 
nize that free competition is essen- 
tial to the success of any business 
and that free play of engineering 
technique is important. 


INDEPENDENT ASSOCIATION 


From his experience in Los An- 
geles, Mr. Flynn believes that the 
proposed national association should 
be entirely independent of trade 
associations formed by other groups 
for other purposes. 

“The air-conditioning industry has 
its own problems to work out,” Mr. 
Flynn stated, “but at the same time 
should cooperate with other trade 
groups and associations for the 
mutual benefit of both. 

“An example of this is the friendly 
relations that have been established 
between the California association 


and the heating and piping con-. 


tractors in Los Angeles. 


MEMBERSHIP 


The speaker asserted that the Na- 
tional Air Conditioning Association 
must serve and be sustained by 
dealers, distributors, contractors and 
employes. Members’ should join 
local associations where it is geo- 
graphically possible, but firms in the 
smaller communities where no local 
association exists should be permitted 
to become members of the national 
body. ; 

Work of the association should be 
directed and guided to benefit con- 
sulting engineers, architects, utilities, 
and ultimately the consumer market. 


Mr. Flynn stated that much of 
the animosity between consulting 
engineers and the air-conditioning 
firms had come as the result of a 
short-sighted position in the early 
days of air conditioning. ‘There are 
many installations where the con- 
sulting engineer has an important 
place in the business, and air-condi- 
tioning firms should recognize his 
function,” Mr. Flynn said. 


EDUCATIONAL PROGRAM 


The national association should 
have a strong educational program, 
Mr. Flynn believes, to correct the 
false impressions of air conditioning 
that exist in the public mind. Part 
of this program should include the 
training of sales engineers who are 
the men in direct contact with the 
customer. 

Uniform engineering data _ will 
help to do away with the wide dif- 
ferential that often exists in tonnage 
figures and prices, Mr. Flynn said. 
The California association has 
worked out a complete set of stand- 
ards for air-conditioning installations 
which is now used by the member- 
ship. No attempt has been made to 
reduce initiative in engineering, but 
rather to provide minimum standards 
that will assure a satisfactory in- 
stallation for the owner. 


WEATHER SURVEY 


Engineering standards used in 
southern California are being im- 
proved as evidenced by an extensive 
climatological report, made by the 
Pacific Coast Electrical Association 
in cooperation with the California 
air-conditioning firms. 


Because high temperatures with 
very low humidities and moderate 
temperatures with excessive humidi- 
ties exist in cities and towns only 
a few miles apart, it was necessary 
to make a complete and careful re- 
port of actual existing atmospheric 
conditions all over the state to make 
it possible for engineers to design 
air-conditioning systems successfully. 


This climatological report is to be 
published by the electrical associa- 


tion and will be made available to 
the industry at an early date. 


LEGISLATION 


Mr. Flynn cited the importance of 
protecting the industry against ad- 
verse legislation. Currently the 
California association has been fight- 
ing a licensing bill which is up before 
the state legislature in Sacramento. 
This bill provides that any refrig- 
eration system over 15 horse power 
shall be operated only in the presence 
of a licensed operating engineer. The 
speaker stated that the bill would 
not only harm the air-conditioning 
industry, but would make it impos- 
sible for farmers and farm coopera- 
tives to operate commercial refriger- 
ation plants of any size. 

Another example brought out by 
Mr. Flynn was a situation in the 
city of Long Beach, California, where 
the city requires that each contrac- 
tor pay a license of $50 to operate 
in the town, and a fee of $5 for 
each master mechanic and $3 for 
a journeyman sent into the area. 
All mechanics must pass a strict 
local examination. 

Other local municipalities are con- 
sidering similar ordinances at the 
present time, on the theory that 
home industry is to be protected. 
Most of the air-conditioning work in 
these communities is done by Los 
Angeles firms, however, and mem- 
bers of the association are attempt- 
ing to keep ordinances of this sort 
from spreading into the twenty odd 
municipalities which make up the 
Los Angeles county area. 

Mr. Flynn believes that air-condi- 
tioning associations should cooperate 
with labor and make every effort to 
promote goodwill and a better under- 
standing of their mutual problems. 


UTILITY COOPERATION 


The all-important position of the 
utilities in air conditioning should be 
given full consideration by the 
national association, Mr. Flynn be- 
lieves. 

“They are in a position to help the 
industry, and in most cases are 
ready to do it,” Mr. Flynn said. ‘In 
Los Angeles we learned that the 
utility was not pleased with the 
situation in the air-conditioning busi- 
ness, particularly with reference to 
customer goodwill and satisfaction. 
A bad job reflected on the utility 
almost as much as it did on the 
industry. 

“We have recently discussed this 
matter with the utility executives in 
our city and assured them that the 
California association would do every- 
thing possible to improve conditions 
in this respect. 


PROFIT IMPORTANT 


The last and most important ob- 
jective of the National Air Condi- 
tioning Association was seen by Mr. 
Flynn as the establishment of indus- 


try conditions which would assure 
profit for firms in the business. 

“Everyone knows that the industry 
has been unprofitable to the majority 
of firms engaged in air conditioning, 
but we believe that the business has 
tremendous future possibilities and 
that the situation is far from hope- 
less. We in California believe that 
the national association should estab- 
lish a program and policies which 
will help every firm in the industry 
to make money,” Mr. Flynn said. 


NATIONAL PROGRAM 


On the basis of his experience in 
California, Mr. Flynn outlined the 
following tentative program for the 
proposed national association. 

1. Establish a structure independ- 
ent of other trade groups, based on 
principles which will benefit the 
industry. 

2. Select a name that is not in con- 
flict with any other group or associa- 
tion but fully descriptive of the 
membership. 

3. Divide the country into three 
basic regions; eastern, central, and 
western, for purposes of preliminary 
organization. 

4. Appoint regional directors or 
members of the national council to 
function as an executive committee 
representing various local associa- 
tions and interests. 

5. Officers to be elected for 
national association. 

6. Officers and national council to 
appoint sub-committees for 

a. Membership 

b. Engineering 

c. Legal 

d. Editorial 

e. Financial 

f. Educational 

g. Economic 
h. Advertising 
i. Trade relations 
j. Convention 

7. Executive committee to draft 
by-laws, classify membership, deter- 
mine initial dues, and grant charters 
to local associations. 

8. Immediate objectives should be 
the selection of a publisher, prepara- 
tion of a financial program including 
the first year’s budget, start of a 
membership drive, and continuation 
of plans for a national convention 
during the Second All-Industry Re- 
frigeration and Air Conditioning 
Exhibition in Chicago next January. 


LEBAIR ASKS ACTION 


M. S. LeBair, chairman of the 
Philadelphia Association and member 
of the national council, said that he 
believes the time has come for the 
association movement to crystalize. 
He suggested that a complete pro- 
gram and by-laws for the national 
association be prepared at once, sent 
around to members of the council 
for criticism, and then discussed at a 


series of regional meetings through : 
out the balance of this year. : 

Idea of this. program is to have th 
national association well under wal 
before the membership meets for the 
first national convention during th 
Second All-Industry Refrigeration 
and Air Conditioning Exhibition in 
Chicago next January. 

Present at the Philadelphia meet. 
ing were M. S. LeBair, branch man. 
ager, York Ice Machinery Corp. 
Harry Mather, Philadelphia Electrig 
Co.; R. O. Miller, Wilson Air Congj. 
tioning Corp.; C. C. Strauch, York 
Ice Machinery Corp.; E. R. Walsh 
manager automatic heating division, 
York Ice Machinery Corp.; » J 
Wilson, Wilson Air Conditionine 
Corp.; James Burns, Jr., Herman 
Goldner Co.; W. Wayne Hance, John 
A. Connelly Co.; W. A. Minkler 
John A. Connelly Co.; William Me. 
Cullough, S. S. Fretz, Jr., Ine. 
Joseph Call, Elliott-Lewis Co.; o, y 
Phelps, Pierce Phelps Co.; Thomas 
McIntyre, Trilling & Montague: Mp 
McKenney, Maryland Refrig¢ ation 
Co., Baltimore; Mr. Sims, Combus.- 
tioneer Corp., Washington, D. ¢: 
Mr. Beitzel, Combustioneer Corp 
Washington, D. C.; Henry Knowlton, 
AIR CONDITIONING & REFRIGERATION 
NEWS, Detroit; E. C. Flynn, presi- 
dent, Air Conditioning & Refrig- 
eration Association of Southern 
California; and Sheridan Taylor 
secretary, air-conditioning division, 
Electrical Association of Philadel. 
phia. 


172 Installations Made 
In N. Y. In 4 Months 


NEW YORK CITY—One hundreg 
and seventy-two air-conditioning sys. 
tems, with a combined capacity of 
7,660.38 hp., were installed in the 
New York metropolitan area during 
the first four months of this year, 
figures compiled by Consolidated Eéi- 
son Co. show. 

Manhattan led all boroughs with 
112 installations, with Queens, aide 
by the New York World’s Fair, se. 
ond with 39. Eleven systems wer 
installed in Brooklyn during the fou 
months, and 10.in the Bronx area. 

Tabulated list of installations in 
the four boroughs during the year’s 
first four months follows: 
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Note A-P 


protection, are maintained by A-P Thermo- 
static Expansion Valves, Solenoids and 


Valve DEPENDABILITY. 


The safety of 5,000 valuable Fur Coats in 
storage is a great responsibility to any 
equipment. In the largest Fur Storage Room 
in Philadelphia, at Forrest Laundry, ac- 
curate temperatures so necessary to Fur 


Refrigeration Engineers have learned from 
rich and profitable experience that for the 
best and most particular installations, de- 
manding the utmost in accurate tempera- 
ture control, it’s always safest to install 
A-P Valves. They've never failed in absolute 
DEPENDABILITY on any job, large or small, 
in either Refrigeration or Air Conditioning. 


Your Parts Jobber will confirm this. 
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